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Joint Operation of 
Three British Cos. 
In U. S. is Planned 


Atlas, Royal Exchange and Sun 
to Place Operations Here Under 
Common Management Dec. 31 


PARKER, SUN, TO BE MGR. 


Lang, Royal Exchange, Asst. Mer.; 
Gallagher and Pitot to Retire 
at End of the Year 


The Atlas Assurance Co., Limited, 
Royal Exchange Assurance Corporation 
and the Sun Insurance Office Limited 
announce that effeétive December 31 
they will place their group fire and cas- 
ualty operations in the United States un- 
der common management. G. Leycester 
Parker, U. S. manager of the Sun, will 
be appointed U. S. manager of the Atlas 
and Royal Exchange. Arthur Lang, as- 
sistant manager of the Royal Exchange, 
will be appointed assistant manager of 


the Atlas and Sun. W. M. Kearns will 





continue as U.S. attorney of the Sun 
and will be appointed financial secre- 
tary, of the Atlas and the Royal Ex- 
change. The control office will be situ- 
ated at 55 Fifth Avenue, New York. 


Improve Service and Achieve Economies 


While the three offices will preserve 
their separate identies in the United 
States under the new arrangement they 
consider that by combining their opera- 
tions under one management they will 
he able more effectively to underwrite 
\mer.can business, to improve their 
service to agents and policyholders and 
generally to secure economies and great- 





er efficiency from the operation of a 
larger unit, 

The companies regard the arrangement 
as emphasizing the importance which 
they attach to maintaining the tradi- 
tional place of British insurance offices 
in the United States. 

M. Gallagher, United States man- 
ager of the Atlas, is retiring on De- 
cember 31 as is also Henry C. Pitot, 
United States manager of the Royal 
Exchange and president of the Provident 
of New York, 

‘his unusual, but not wholly unex- 
pected move by three of the oldest 
sritish companies, came after several 
years of unprofitable experience in this 









country, These non-profitable results 
Were not the consequence of any poor 


(Continued on Page 26) 
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Canada Life To 
Extend Operations 
In United States 


Applies for Licenses to do Business 
in Massachusetts, Missouri, 
Louisiana 


NOW IS IN 35 STATES 


President Gill and Vice President 
Gooch Visit New York, Phila- 
delphia and Newark 


Ernest Gill, president, and T. H. Gooch, 
vice president in charge of agencies, 
Canada Life, have returned to Toronto 
after visits to New York City, Newark 
and Philadelphia. During the trip dinners 
or receptions were given them by some 
Canada Life representatives, including 
H. F. Underwood, New York City; 
Joseph Ersek, Philadelphia; and L. 
Joshua Weiner, Newark, all of whom 
conduct agencies of the company. 

While in the New York and Newark 
area President Gill discussed the neces- 
sity for insurance men making every 
possible effort to combat the inflationary 
spiral threatening the economy. 


Company’s Growth in U.S.A. 


He also gave some figures illustrating 
the progress of the company not only 
in its overall operations but in the 
United States as well. A decade ago 
Canada Life paid for $3 million in this 
state. Production in New York State 
for 1958 will be, it is estimated, $35 
million of which $30 million will be in 
Greater New York area. _ 

The entire production of the company 
in 1957 was $441 million. By end of 
this year it will be $480 million. Produc- 
tion in the United States this year will 
be $140 million as contrasted with $23 
million ten years ago. In 1948 the com- 
pany was in nine states and now is in 
35 with applications pending for ad- 
mittance to Massachusetts, Missouri and 
Louisiana. 


Urges War on Inflation 


In his comments on inflation Mr. Gill 
made these among other points: 

“Inflation is a man-made problem; 
therefore, it can be defeated by man’s 
determination. 

“We now have a creeping inflation. 
A big responsibility of people in our 
business is to try and prevent that creep- 
ing from becoming general. 

“We must have confidence in our 
economy and avoid playing into the 
hands of the Communists. It was Lenin 
who said “The way to defeat capitalist 
countries is to debase their currencies, 
and let them do this themselves.’ ” 


New York Agencies 


In Greater New York the company has 
eight agencies. Names of those agencies 
and their managers are these: New 
York City—H. F. Underwood; Manhat- 
tan—John C. Weghorn; New York— 
Matt Jaffe; Grand Central—Louis Press: 
Hudson—Phil Goldberg and Edward M. 


(Continued on Page 4) 
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State Mutual Life, Merchants and 
Farmers Mutual Fire, Affiliate 


H. Ladd Plumley Becomes Chairman of M & F; C. A. Peterson 


M & F President; Companies Remain Separate 
Entities; Second Such Affiliation 


H. LADD PLUMLEY 


Worcester — The second corporate 
afiliation between a mutual life insurance 
company and a mutual fire insurance 
company took place here when the 
directors of State Mutual Life Assur- 
ance Co. of America, and Merchants 
and Farmers Mutual Fire Insurance Co., 
hoth of this city, announced an “affilia- 


CLIFFORD A. 


PETERSON 


tion” between their two firms. The first 
such corporate affiliation was formed 
lat August between State Mutual and 
Worcester Mutual Fire Insurance Co., 
dlso of this city. 
The second affiliation and election of 
tight new directors was approved at a 
meeting of Merchants and Farmers 
policyholders last week. At a directors 
Meeting which followed, H. Ladd Plum- 
ley, State Mutual president, and Irving 
Ring, senior vice president and 


Seneral counsel were elected chairman 
of the board and chief executive officer, 
and vice president and general counsel, 
espectively. 

A joint statement by the two company 
Presidents, Mr. Plumley and Clifford A. 
¢terson, said that the affiliation was not 





a merger or acquisition and would take 
the form of shared management of 
unified “one-stop” selling. With the 
affiliation Merchants and Farmers Mu- 
tual Fire can offer “one-stop insurance” 
—i.e. one agent underwriting the client’s 
full insurance needs. The nationwide 
agency force of State Mutual will have 
another fire and casualty outlet. 

The eight new directors announced 
at the policyholders meeting included 
Mr. Plumley; Mr. Ring; State Mutual 
directors Carl R. Brownell, Chester D. 
Heywood, Paul R. O’Connell and Dr. 
Bancroft C. Wheeler; controller Robert 
A. Miller and assistant to the president 


Arthur A. Dunn. The two insurance 
firms will remain separate corporate 
entities. Other details of the affiliation 


will be announced later. 

Mr. Brownell is president of G. L. 
Brownell, Inc., Worcester. Mr. Heywood 
is a prominent Worcester trustee. Mr. 
O’Connell is senior partner in the law 
firm of Mirick, O’Connell, DeMallie and 
Lougee. Mr. Wheeler is a well-known 
Worcester physician. 

Mr. Peterson, president of Merchants 
and Farmers, joined that company in 


1922. He became special agent in 1931, 
assistant secretary in 1938, and vice 
president and secretary in 1943. Four 
years later he was elected president and 
treasurer. He is past president of the 
Mutual Fire Insurance Association of 
New England, a trustee of Fairlawn 
Hospital, and active in may civic and 
fraternal organizations. 

Historically, both companies started 
in business about the same time (State 
Mutual in 1844, Merchants and Farmers 
Mutual Fire three years later), with 
many of the same officers and directors, 
and initially occupied the same building. 

State Mutual is the fifth oldest, 25th 
largest (insurance in force) life insur- 
ance company in the United States. It 
has $2,572,893,876 of total life insurance 
in force (June 30, 1958) and writes all 
forms of Group insurance and non-can- 
cellable sickness and accident insurance. 

Merchants and Farmers Mutual Fire 
has nearly $1,000,000 in assets. The firm 
is licensed and operates in the six New 
England states, and is currently enjoy- 
ing one of its finest sales years. 


At the same time the promotion of 
Edgar E. Sampson, Jr., to the position 
of secretary of Merchants and Farmers 
was announced. He fills the position 
occupied until today by Mrs. Lottie B. 
Crawshaw who retired after fifty years 
with the company. A resolution memori- 
alizing her dedicated service was form- 
ally adopted by the board of directors. 
Formerly assistant secretary of the com- 
pany, Mr. Sampson joined the firm in 
1948 and has previously served as under- 
writer and special agent. He attended 
Northeastern University, served in the 
Army Air Force during World War II. 
and was formerly employed by Retail 
Credit Co. and Travelers Insurance Co. 


Equitable Life of lowa Launches New 
Concept In Selling At Field Meeting 


Reduced Premium According to Policy Amount To Be Applied 
To Participating Policies As Well As Non-Par; Graded 


Premiums For Retirement Income Annuities 


Graded premiums, new rate books, a 
new policy series, and a new 
plan sales kit highlighted Equitable Life 
of Iowa’s “new concept in life insurance 
selling” at a three-day meeting of the 
company’s general agents in Des Moines 
this week. 

President F. W. Hubbell, in his ad- 
dress of welcome, recounted company 
achievements of the past and held forth 
the promise of unlimited opportunities in 
the future based on the new develop- 
ments to be presented during the session. 

Equitable’s new premiums are based 
on continuous reductions above _the 
minimum amount of issue. Last year at 
this time, the use of what the company 
calls the “Q Factor” was applied to all 
nonparticipating contracts; effective No- 
vember 17 it will be extended also to all 
participating policy forms so that the 
premium per thousand will reduce pro- 
gressively as the size of the policy 
purchased increases. Similarly, the pre- 
mium reduction factor for female risks 
introduced last year on nonparticipating 
and special participating contracts will 
be extended to the full policy line. 

In what is believed to be a “first” in 
the life insurance business, the company 
also announced that it will extend the 
principle of graded premiums to income 
continuation (retirement income) annu- 


ities. This results in highly attractive 
rates, particularly for the substantial 
buyer. 


New Rate Books, Policy Contracts 


To facilitate premium, dividend and 
nonforfeiture calculations, a new “desk” 
sized rate book, the most complete in 
the company’s history, has heen pre- 
pared. For field use, a comprehensive 
“nocket” sized abridged rate book has 
also been prepared. 

A complete new edition of policy con- 


savings ° 








F. W. HUBBELL 


tracts also goes into effect. The format 
of the face of the policy has been 
changed to improve the appearance and 
facilitate the preparation in the home 
office. A later optional maturity date 
has been added on endowment policies; 
in all contracts, the wordage has been 
reduced wherever possible and policy- 
holder privileges broadened. As an ex- 
ample of this broadened coverage, the 
waiver of premium disability benefit has 
been liberalized to provide that if* the 
insured (male) becomes disabled after 
age 60 but before age 65, premiums will 


Corresponding 
changes are provided for waiver of 
premium benefits issued to females. 

A completely new savings plan sales 
kit, including all preapproach and sales 
materials, a special rate book, and a 
phonograph training record, was drama- 
tized to the meeting. This plan, known 
as the “Creative Savings Plan,” will 
become the basic training and _ sales 
medium for the new agent. It takes its 
place alongside four earlier and highly 
successful sales kits on basic needs, 
leading to the company’s programming 
service, the Key to Security. 

Prior to the general meeting, the Gen- 
eral Agents Advisory Council met at 
the home office and discussed with home 
office officials mutual field and manage- 
ment problems. Now in its 20th year, 
the Council is composed of seven gen- 
eral agents, four qualifying for member- 
ship through attainment of company 
honors and three being appointed by the 
president of the company. Those serving 
during 1958-59 are: N. C. Day, Daven- 
port, chairman; A. K. Dickson, Toledo, 
secretary; H. A. Hedges, Kansas City; 
F. L. McCormick, CLU, Des Moines; 
H. O. Nelson, Chicago; and W. J. Shields, 
CLU, Spokane. 


be waived until age 65. 


Insurance Trip to Europe 

Two Pan American planes, each carry- 
ing 74 passengers, all of whom 
insurance production people and 
wives, arrived in England early Sunday 
morning enroute to participate in some 
European insurance conferences, It is 
a 17-day tour set up in line with Presi- 
dent Ejisenhower’s People - to- People 
program. : . 

The planes left Idlewild Airport Satur- 
day afternoon. The passengers included 
35 members of Million Dollar Round 
Table and a large number of managers, 
general agents or field men. Some were 


were 
their 


accompanied by their wives. Two New 
Yorkers in the party were George B. 
Byrnes, general agent, New England 


Life, New York, and Ethel B. Karene, 
CLU, Union Central Life, New York. 
Sidney E. Leiwant, CLU, general agent, 
Dominion Life, Newark, was another 
passenger as was Bessie Smith Bennett, 
Phoenix Mutual Life, Tulsa, Okla. 


Hal Nutt Helped Plan Trip 


One of the leading planners of the 
trip is Hal L. Nutt, head of Purdue 
University’s division of adult education 
and director of that university’s Life In- 
surance Marketing Institute. Professor 
Nutt was moderator at a sales panel in 
London November 3. On November 6 
C. S. Chaner, president of Business In- 
surance Service of Columbus, O., was 
moderator in Paris and a third pane! 
was scheduled for Rome November 11 
of which Robert R. Girk, Indianapolis 
insurance lawyer, will be moderator. 

The following British insurance men 


agreed to address the conference in 
London: 
F. O. Wood, Prudential of Great Brit- 


ain, topic being “Orientation of confer- 
ences to the life insurance industry in 
England, including comments on local 
methods of taxation. 

R. G. Glenn and E. E. G. Street—In- 
surance education in regard to recruit 
ing and training of agents. 


A. Child, Bowring & Laybourn, 
Ltd., insurance brokers—The market 
from the viewpoint of English con- 
sumer. 


In the course of the tour, the party 
will visit those associated with life in- 
surance in Europe and discuss educa- 
tion, recruiting and training marketing 
methods, consumer viewpoints, differing 
customs country and country and operat- 
ing methods in the business. 

The insurance associations in each 
of the foreign countries visited are co- 
operating by helping to schedule com- 
pany visits and by arranging for local 
insurance experts who speak English 
to be present at the seminars for dis- 
cussion of life insurance in those coun- 
tries. The following will be in charge 
of local arrangements for the visitors 


(Continued on Page 4) 
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. Great-West Opens Its 
First Hartford Office 


ELWYN G. HUGHES MADE MGR. 





Branch at 64 Pearl Street Marks Entry 
Into Connecticut; Hughes Comes 
From Newark Office 





Great-West Life Assurance of Winni- 
peg, formally opened its first Hartford 
branch office this week. The branch, 
at 64 Pearl Street, marks the entry 
of the company into Connecticut. It will 
be under the management of Elwyn G. 





ELWYN G. HUGHES 


Hughes, one of the company’s most ex- 
perienced representatives. Mr. Hughes 
moves from Newark, N. J., where he has 
been branch supervisor since 1947. 

D. E. Kilgour of Winnipeg, Great- 
West’s vice president and managing di- 
rector, who is in Hartford for the formal 
opening, said the Hartford branch is 
“a most significant milestone” in the 
history of the company’s United States 
operations. It was just fifty-two years 
ago, he remarked, that Great-West Life 
opened its first U.S. branch at Fargo, 
N.D. “Today, the United States 
branches stretch from coast to coast and 
account for half our new sales each 
year.” 

The Great-West Life is one of the 25 
largest companies in North America, 
with business in force of over $4 bil- 
lion. The company is presently insuring 
over 800,000 policyholders across the con- 
tinent, he added. 

The new Hartford Manager, Elwyn G. 
Hughes is a native of New York City 
and a graduate of University of West 
Virginia. For most of the past 20 years 
he has been in the life insurance busi- 
ness—1l1 of them with Great-West Life’s 
Newark branch. 

The Great-West Life’s new life insur- 
ance sales for the nine months of 1958 
were reported at over $370 million. The 
company’s assets of over $669 million 
include over $315 million in Government. 
Muncipal and Corporate bonds; $245 
million in mortgages; and $19 million in 
real estate. 

E. A. Palk, the company’s director of 
agencies, and G. P. Rollo, superintendent 
of agencies, are also in Hartford for the 
opening. 


Canada Life 


(Continued from Page 1) 


O’Keefe; Knickerbocker—Harry Jacoby; 
New York Suburban—Irving Fields and 
Leonard Gardner; Downtown — Phil 
Wang; and Madison. The Underwood 
and Suburban agencies are managerial. 
The others are general agencies. 





Mutual, New York, Dividends 
Will Be $44,900,000 in ’59 


Mutual Of New York reported that 
its board of trustees has tentatively 
allotted $44,900,000 for distribution to 
policyholders as dividends in 1959, 

Lewis W. Douglas, chairman, 
Louis W. Dawson, president, announced 
that the annual dividend scale on in- 
dividual policies in general remains the 
same as for 1958, but that most policies 
will receive larger dividends in 1959 
because they have been in force a year 


and 


longer. 

The total allocation represents an in- 
crease of $1,700,000 over the amount 
set aside at the end of last year. Of 
the increase, $900,000 is due to a re- 
vision of the basis for payment of term- 
ination dividends during the next year. 

Termination dividends have been paid 
in the past on policies surrendered after 
being in force for certain periods, and 
on policies matured as endowments. 
For the first time, during 1959, the 
company will also pay such dividends 
in the event of the policyholder’s death. 


No. 


EQUITABLE LIFE OF IOWA IN 


PENNSYLVANIA and NEW JERSEY 


From the steel mills of Pittsburgh through the 
mid-state coal mines and oil wells to the shipyards 
and factories, of Philddelphia, Pennsylvania bris- 


America’s‘ major industrial centers — the greatest 
single indytry being chemicals. These two states 
are of great: importance to the economy of our 


nation. 


By” 











salary and desired salary. Address 


Nassau Street, New York 38, N. Y. 





Williamsport 


Harrisburg e 
John D. Hopper 





e same token, these six general 
agents and their agency associates are major 

contributors to the overall sales and service of 
the Equitable Life of Iowa. 


INSURANCE ACCOUNTANT 


Progressive and expanding Northeastern life insurance company is seeking 
a Life Insurance Accountant with a minimum of five years' experience. Appli- 
cants must have some experience in Annual Statement work with knowledge in 
both the Life and Accident and Health Fields. This position presents both a 
challenge and an opportunity for the right man. All replies will be held in the 
strictest confidence, and no present employer will be consulted without the 
consent of an applicant. Please submit complete resume’ with reference, present 
Box +2656, The Eastern Underwriter, 93 

















Manager at Los Angeles 


Robert D. Edwards has been named 
manager of the new Los Angeles branch 
office opened by Occidental Life of Cali- 
fornia. Occidental is now represented 
by six agency offices in the central Los 
Angeles area. Mr. Edwards joined Oc- 
cidental in 1951 and since 1954 has been 
assistant manager in the company’s 
Pasadena branch office. He is a member 
of the San Gabriel Valley Life Under- 
writers Association. 
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NALU Committee Chairmen 


Oren D. Pritchard, president of Na- 
tional Association of Life Underwriters, 
announces the appointment of two new 
chairmen of 1958-59 national commit- 
tees of NALU—William S. Hendley, 
Jr. for convention program and Walter 
G. Meyers for disability insurance. 

Mr. Hendley, vice _ president of 
NALU, has formerly headed the as- 
sociation’s committees on field prac- 
tices, membership, and associations, He 
is with Mutual Of New York at Colum- 
bia". G; 

Mr. Meyers, a leading member of the 
disability insurance committee during 
the past three years, is general agent 
at Rockford, Ill. for General American 
Life. 


Mr. Pritchard announced  simulta- 
neously the reappointments of two 
chairmen — Jack <A. Stewart, CLU, 


Phoenix Mutual, of Cleveland, Ohio, 
committee on education and training; 
and R. B. “Tilly” Walker, New York 
Life, Hollywood, Fla., committee on 
relations with accountants. 





CLIFFORD ELVINS DEAD 
Retired Imperial Life Advertising Man- 
ager, a Founder and President Asso- 
ciation of Canadian Advertisers 

Clifford Elvins, advertising manager 
of Imperial Life of Canada from 1912 
until his retirement in 1945, died on 
October 29. He had been active until a 
few days before his death. 

Mr. Elvins was born in Belleville, 
Ontario, in 1879 and joined Imperial 
Life in 1904. He was widely known in 
advertising circles both in Canada and 
United States. He was president of the 
Insurance Advertising conference in 
1926 and 1927, was one of the founders 
and president of the Association of 
Canadian Advertisers and was the sec- 
ond president of the Canadian Life Ad- 
vertisers Association, a group affiliated 
with the Canadian Life Officers Asso- 
ciation. He was a former vice president 
of the Direct Mail Advertisers Associa- 
tion. Prior to 1936 he had been for 29 
years secretary and treasurer of the 
Insurance Institute of Toronto. 





Insurance Trip To Europe 


(Continued from Page 3) 


in the three countries where seminars 
are to be held: England, Ronald W. 
Boss, secretary, Life Officers Associa- 
tion; France, Georges Tattevin, presi- 
dent and director-general, Compagnie 
Generale; Dr. Piero Sacerdoti, director 
general, of an Italian insurance com- 
pany. 

The purposes of the conference tour 
are to permit conferees to gain a new 
perspective as to both their respons 
bilities and opportunities; implement the 
People-to-People program to _ become 
better acquainted with people in_ other 
countries of the world engaged in th¢ 
same service area; broaden conierees 
understanding of world-wide insurance 
affairs; create pleasant circumstances 
under which conferees can look at thé 
whole of their vocation, rather than 1” 
dividual parts of it; facilitate skills an 
competence in life underwriting prac 
tices. 
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APPEARING 134,866,000 TIMES 
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Dramatic 
Advertisements 


like this one will be seen 
by millions in Life, 
Saturday Evening Post, 
Look, Better Homes & 
Gardens, Time, Sunday 
Newspaper Magazine 
Sections and daily 
newspapers. They’]] 
help stimulate even 
greater demand for 
New York Life products. 


New York Life 


Insurance Company 


51 Madison Avenue, Ne 
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RE 7 tell families everywhere about 
rk Life’s modern Whole Life Insurance 


















Whole Life Policy offers $10,000 family protection now- retirement income later! 


fe * Homes, nowadays, are designed to combine _ pay you a generous income for the rest of your lifel @% 
ri ee Bd charm with convenience—planned to meet the Best of all, your monthly outlay for all these 
3 changes in every family’s needs. And your family’s _ benefits is in tune with today’s prudent budgets. 
financial set-up can be equally modern—just as | The monthly premium for a $10,000 policy, issued 
efficiently planned to provide protection now, as at age 30, is only $17.90—only $17.20 under & 
well as security for the years to come. Check-O-Matic, New York Life’s special monthly 
That's the kind of security New York Life’s premium payment plan. Issued at other ages, the | 
Whole Life insurance is designed to provide. Its premium is correspondingly low. And dividends, 





















yen 
oe mr $10,000 minimum face amount assures your family _ as declared, can reduce payments further. 

“RE immediate cash, if you should die. Throughout Ask your New York Life agent about Whole Life 3 
wo sak your life, while your policy is in force, it keeps _ insurance or write direct to the address below. Nt 
8 ci building cash values for emergency use. Or when The New York Life agent i i 
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Gerald Rese 





TAX-WISE HANDLING of life insur- 
ance proceeds is one of the first require- 
ments in setting up sound irrevocable 
trusts for your clients, and in the con- 
servation of their estates. Let us help 
you with our complete technical facil- 
ities and our many years of seasoned 
experience. 

GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


~ CANADA LIFE 


lssurance Company 








Floyd S. Zukswert Retires 
From Mutual Benefit Life 


Floyd S. Zukswert, general auditor of 
Mutual Life of Newark, N. J., 
who developed many of the company’s 
accounting practices used in 
the and the field, was hon- 
ored November 7, by his business associ- 
ates upon his retirement from the com- 


Benefit 


present day 
home office 


pany. 
Mr. Zukswert joined Mutual Benefit 
Life as an office boy. Shortly after, he 


was transferred to the accounts depart- 
and in 1922 he became a Certified 
During this time, he 
to audit the 


ment 
Public Accountant. 
frequently assigned 
company’s agency offices and to handle 
involved accounting situations. He was 
appointed to a newly created office of 
comptroller in 1935 and became the com- 
pany’s first general auditor in 1947. 

A World War I veteran, Mr. Zukswert 
participated in the battles of Saint 
Mihiel and Argonne and received the 
Purple Heart. During his business ca- 
reer, he has served a number of Life 
Office Management Association commit- 
tees and in 1949 he was chairman of the 
auditing committee of Life Insurance 
Association of America. He is a char- 
ter member of the New York Account- 
ants Club and aemember of the Ameri- 
can Institute of Accountants 


was 


Six Staff Promotions 


Made by The Maccabees 


In a joint announcement Chairman 
of the Board George Shelley and Presi- 
dent Robert E. Morris, of The Macca- 
bees Life Insurance Society announce 
a series of promotions and realignment 
of executive positions in the company. 
They include: 

Roberet Parsons was named assistant 
secretary; Edward Gillis was promoted 
to manager of the newly-organized pre- 
mium accounting department. Wesley 
Skrobeck and Harley Xiegler will serve 
as assistants. Joseph Blais was named 
assistant manager of the audit-commis- 
sion department and Lawrence Lannom 
is now special auditor. 





John Hancock Sets Up 
Electronic Department 


H. F. HATCH 2nd V. P. IN CHARGE 








Expanding Use of Computers; Several 
Promotions To Create Staff for 
New Department 





Boston—Electronic computer opera- 
tions gained new prominence at John 
Hancock Mutual Life with the election 
of Harold F. Hatch, formerly associate 
controller, to second vice president in 
charge of a newly created “Electronic 
Computer and Data Processing Depart- 
ment.” 

Staffed by skilled and experienced 
programming personnel, the new depart- 
ment will give concentrated attention 
to electronic data processing procedures 
in the company, with special emphasis 
on applications of giant Univac com- 
puters. 

Univac is now being applied in the 
preparation of premium notices, com- 
mission authorizations, home office pay- 
roll, Group annuity payments, mortgage 
loan schedules and year-end accounting 
at the John Hancock. Other applications 
are now in process. 

Seven additional promotions became 
effective with the creation of the new 
department. George E. Wallace was ap- 
pointed associate director; John H. 
Hughes became assistant director of the 
technical division; Lawrence P. Chvany, 
assistant director of methods. procedures 
and review; Richard R. Jenkins, assist- 
ant director of the finance, accounting 


and _ statistical division; Ernest W. 
Hatcher, manager of the computer divi- 
sion; James E. Barkhouse, assistant 


manager; and Thomas F. Mangone, staff 
assistant. 

Mr. Hatch joined the John Hancock’s 
auditing department in 1942, and served 
successively as manager of the machine 
accounting division, administrative assist- 
ant to the controller; and assistant con- 
troller before being appointed associate 
controller in 1954. In the latter capacity, 
he has been responsibile for the admin- 
istration of the company’s four account- 





HATCH 


HAROLD F. 


ing divisions, and the refinement and 
development of. both punched card and 
Univac procedures. 





Wilson Agency Secretary 
For Mutual Trust Life 


Mutual Trust Life, Chicago, has ap- 
pointed Ralph Wilson as agency secre- 
tary. Previously, from 1955 to 1957, Mr. 
Wilson had served as agency secretary 
for Central Standard Life. 

A native of Beloit, Wisconsin, Mr. 
Wilson spent 3% years in the Air Corps 
during World War II. Following this, he 
studied business administration § at 
Wayne University, Detroit. Previous to 
joining Mutual Trust, Mr. Wilson spent 
8% years with The Travelers. Since 
joining Mutual Trust in 1957, Mr. Wil- 
son has been serving manager of 
agency accounting. 


as 


Dewey to Talk Before 
Life Counsel on Dec. 8 


MEETING TO BE AT PLAZA 


Association 45 Years Old; Some Other 
Speakers Who Will Be 


on Program 








Insurance 
anniversary 
8-9, 
former 

Other 


The Association of Life 
Counsel will have its 45th 
meeting at The Plaza December 
Among the speakers will 
Governor Thomas E. Dewey. 
speakers and their titles follow: 

Employe Rights Under Collectively 
Bargained Group ee R. 
Baker, associate counsel, John Hancock, 

The Life Insurance Law of Mississippi 
—W. Calvin Wells, III, vice president 
and general counsel, Lamar Life. 

Industrial Loans — Roland Maycock, 
associate general counsel, and George P. 
Jenkins, third vice president, Metropoli- 
tan Life. 

Legal Problems in Connection With 
the Use of Electronic Equipment—Doug- 
las S. Henry, Jr., assistant general coun- 
sel, National Life & Accident. 

Good Public Relations in Claim <Ad- 
ministration—Paul L. Wise, assistant 
counsel, Fidelity Mutual Life. 

Status of Advertising Rules Under 
7. Supreme Court Decisions—J]ames 

Moorefield, assistant general counsel, 
Paul Revere Life. 

This Troubles Me— James Andrews, 
Jr., assistant general counsel, Life In- 
surance Association of America. 

Button, Button, Who Owns the Pol- 
icy ?—Robert B. Ely, general counsel, 
Life Insurance Co. of North America. 

Doctors’ Fees in Relation to Accident 


be 


and Sickness Insurance—Lloyd E. EI- 
liott, general counsel, Great American 
Reserve, and Otis Lamont Frost, Jr. 


associate counsel, Occidental Life. 


LELAND B. SHEERER DIES 

Leland B. Sheerer, vice president of 
the Elmer Angevine insurance and real 
estate agency in Endicott, N. Y., died 
at his home October 19. He was asso- 
ciated with the agency for 13 years. 





OWN YOUR OWN AGENCY 





CRAMPED? 


pe = 






willl, 
be 


ewe es eS ES ae eee 


% Group insurance! 
% Pension plan! 


ahead — go with The 


Detroit 2, Michigan. 


Founded in 1878 Home Office 


A Do you feel like you want to move up — are you cramped 
1 in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you’re looking for .. . 

% Top agency building contract! 

% Liberal contract for your agents! 

* Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 


Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 ‘Woodward Avenue, 


MACCABEES — «@ Life Insurance Sociely 


Detroit 2, Michigan 
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Wins American Philatelic 
Society Gold Medal Award 





JOSEPH G. REINIS 


Joseph G. Reinis, agency supervisor, 
Manhattan Life, Brooklyn, was awarded 
the Gold Medal First Award of the 
American Philatelic Society for his 
stamp collection, which was exhibited at 
the Society’s recent five-day convention 
at Atlantic City, at which some of the 
finest stamp collections in the nation 
were competing for the top award. 

Joseph Reinis, who is associated with 
his father, Herman Reinis, in the Man- 
hattan Life agency at 50 Court Street, 
is an expert on 19th Century United 
States stamps and his collection, an 
historical account of stamp engraving, 
includes essays, proofs and many unique 
items, 

Joseph Reinis has been a_philatelist 
for the past 20 years. Currently is serv- 
ing as secretary and a director of the 
Essay-Proof Society. A native of Brook- 
lyn, he was educated in the New York 
school system, attending Erasmus Hall 
High School and Long Island Univer- 
sity. He joined his father’s agency as 
a personal producer in 1951 and has 
served as cashier and as assistant to 
the general agent. Currently he is en- 
gaged in supervising the overall opera- 
tion of the agency and in promoting its 
expansion program. He is a member of 


the Life Supervisors Association of New 
York City. 





Woodmen Increases 

Field men of Woodmen of the World 
Life Insurance Society produced record 
volume of new business in September 
With 3,581 membership applications for 
a total of $12,526,484 of life insurance 
Protection. This is the largest month’s 
volume of new business in more than 
ten years, President Howard M. Lund- 
gren reports. The previous high record 
In the past ten years was in March of 
this year when more than 5,000 new 
members were enrolled with a total of 
$10%-million of life insurance protection. 

resident Lundgren attributes much 
ot the increased business to the life 
Msurance protection and fraternal activi- 
ties the society now offers to women 
and girls. Prior to March 1 this year, 
the society’s membership was open only 
to men and boys. 





J. P. SMITH AGENCY MOVES 
The Joseph P. Smith Agency of Postal 
ain New York has moved to new 
; arger quarters, directly across from 
pe County Court House, in the North- 
wae Building, White Plains, N. Y. The 
thee offices are more centrally located 
cilia Previously and provide greater fa- 
ities for the use of clients. 


LINA Names Pope, Thomas 
Asst. Supt. of Agencies 


Appointment of Robert Lee Pope and 
G. Ernest Thomas as assistant super- 
intendents of agencies of Life Insurance 
Co. of North America has been an- 
nounced by Leland T. Waggoner, agency 
vice president. 

Mr. Pope has served as manager of 
the Cincinnati service office since De- 
cember 1957. He entered the life insur- 
ance business in 1951 specializing in 
personal production and field manage- 
ment. Upon graduation from Ohio Uni- 
versity he did personnel relations work 
in the Cincinnati office of the Veterans 
Administration from 1946 to 1950. 

Mr. Thomas has been manager of the 
New Orleans service office since Decem- 
ber 1957. For five years prior to join- 
ing INA, he was in personal production 
and field management in New Orleans. 
A graduate of Loyola University of the 
South, he also attended Tulane Univer- 
sity and Loyola University Law School. 
He is a member of New Orleans Life 
Underwriters Association and Junior 
Chamber of Commerce. 





THE LEE NASHEM AGENCY 
"The Major League Agency” 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


Headquarters for top grade executive 
class business. 


Ideas! Ideas! Ideas! 

Ist Year Cash Values 
Extremely high early cash values! 
Dividends Ist Year (contingent on La 
ment of at least 1/4 of 2nd year premium). 
One Year incontestable—not two! 
Ideas! ideas! ideas! 

"We are easy to do business with." 











NS ee Ce Om 
110 East 42nd Street 
New York I7, N. Y. 


EEE 


N. Y. Life’s New Program 


New York Life has announced a new 
program, under which a single premium 
life policy may be issued through age 
85 without evidence of insurability pro- 
vided a single premium life annuity 
without refund policy is concurrently 
purchased on the same life. 

Under this program, the total single 








HOME OFFICE LIFE AGENCY 
DEPT. MGR.—$10,000 
Nationally known Multiple Line Company 
entering Life field. We would classify this 
position as a highly unusual opportunity 
for man with the following qualifications: 
age range, thirty—forty, college graduate, 
and a minimum of seven years Home Office 
Life experience. Employer highly receptive 
to an individual with a strong Life Under- 
writing background, with better than aver- 
age working knowledge of Home Office 
Agency operations. Also interested in in- 
dividual that has been employed by Mul- 
tiple Line Direct Writer with a good 
Underwriting background and some ex- 

posure to field activities. 

EMPLOYER PAYS ALL MOVING EXPENSES 
AND ENTIRE SERVICE CHARGE. We 
guarantee confidential handling all inquiries. 
Contemplating a change of positions? 
Write for "HOW WE CPERATE."" No 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 








premiums for the life insurance and the 
annuity must be at least 110% of the 
face amount of the single premium life 
policy. 























STATE 
ASSURANCE 


Home Office 


features, this Non-Cancellable contract 

pays your clients a monthly income 
of $100 to $300 for an entire nor- 
mal working career —or for life if 
disability is caused by accident. 


For full details, get in touch 
with your nearest State Mutual 
Agency or write the Home 
Office in Worcester, Mass. 


How to Add 
$20,000 


to Your Earnings 


Substantial extra earnings are well within your 
reach when you offer your clients the liberal, 
high-quality income-replacement protection of 
State Mutual’s Individual Non-Can S & A 
Coverage to Age 65. Fact is, for selling just 
one average size policy per month, your 
earnings at the end of 10 years will be 
in excess of $20,000. 


In addition to many hard-to-match 


MUTUAL LIFE 
COMPANY OF 
Worcester, Mass 


AMERICA 


achusetts 
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Actuary Elgin Fassel 
N. W. Mutual Retires 


LONG WELL-KNOWN ACTUARY 





‘Noted for Basic Research Work in 
Insurance Science; Educated 
in Canadian Schools 





Elgin George Fassel, senior actuary, 
Northwestern Mutual Life, and an inter- 
nationally-known leader in the actuarial 
field, retired October 31, after 44 years 
in actuarial work and 34 years with 
NML. Actuary of the company for seven 
years before moving in 1953 to the post 
of senior actuary, Mr. Fassel joined 
Northwestern as an assistant actuary in 


1924 and was made associate actuary 
in 1945. 

“As senior actuary, he is best known 
for the basic research and _ planning 


which made possible Northwestern’s suc- 
cessful entry into the areas of Quantity 
Earned Savings and Classified insur- 
ance,” the company says in a news re- 
lease. “His other significant contributions 
to life insurance and actuarial work, as 
well as to company progress, have in- 
cluded his systems work, his reorganiza- 
tion of the policy loan work, and his 
papers on acturial subjects. His paper 
on “Insurance for Face Amounts or Re- 
serve if Greater,’ written in 1930 for 
the American Institute of Actuaries, is 
regarded by Northwestern Mutual as 
having set the stage for the life in- 
surance retirement income plan. It re- 
duced to a formula basis the mathematics 
of the plan, and simplified computing 
of premiums. 


Microfilm Innovation 


Mr. Fassel was inventor of simul- 
taneous photography in which both sides 
of a document can be photographed on 
microfilm. Five of the Fassel cameras 
have been built by Northwestern Mutual 
since 1938, when Fassel completed the 
invention after many years of experi- 
mentation and research. Since 1939 the 
company has used these cameras to make 
some 200,000,000 microfilm pictures of 
its records. 


Professional Posts and Honors 


A fellow of Actuarial Society of Amer- 
ica and American Institute of Actuaries 
(which became the Society of Actuaries 
by merger in 1949) and an Associate of 
the Institute of Actuaries of England, 
Fassel has the rare distinction of having 
passed each of these Fellowship and 
Associateship examinations in a single 
sitting and of having completed the 
Actuarial Society Fellowship at the age 
of 23. 

In the American Institute, he has 
been governor, president, and editor. He 
is also a member of the Senior Actuaries’ 
Club of New York City. 

Biographical Data 


Born in Detroit in 1893, Mr. Fassel 
was educated in Toronto, at Harbord 
Collegiate Institute, and was an honor 
student at University of Toronto. During 
World War I, he served in the Canadian 
Army. He began his actuarial career 
with Imperial Life, Toronto, in 1914, and 
from 1919 to 1921 was in actuarial depart- 
ment of New York Life Insurance Co. 
In 1921 he was made actuary of the 
Cleveland Life, joining Northwestern 
Mutual in 1924. His wife is the former 
Clara E. Miller, and the coup!e has two 
sons, Raymond and Donald. 


Owen M. Murray Dead 


Owen M. Murray, member of the 
board of directors of Occidental Life of 
California since 1950, died at his home 
in Dallas, recently. He was chairman 
of the board of directors of Paramount 
Fire, and was on the board of Pacific 
National Fire at the time of his death. 
Mr. Murray had also been a member 
of the board of directors of Allied Build- 
ing Credits, Inc. until last July. 

A native Oklahoman, Mr. Murray was 
founder of the Murray Investment Co. 
of Dallas, and was a past president of 
the Mortgage Bankers Association of 
America. 





Krasne, Canadian Speaker 


Charles J. Krasne of the Josephson 
Agency of Connecticut Mutual was one 
of the featured speakers at the October 
24th Niagara district sales congress 
sponsored by seven Canadian Life Un- 
derwriters’ Associations. His subject was 
“Finding The Prospects.” 

Mr. Krasne, in the life insurance busi- 
ness only a little over five years, is a 
life and qualifying member of the 
Million Dollar Round Table. He was 
co-production leader of the Josephson 
Agency in 1957, and thus far in 1958, 
is well out in front. 


Has Eight Texas Agencies 


Mutual Of New York has established 
two new managing agencies in Texas. 
They are at Beaumont and Corpus 
Christi. B. Murray Anderson will be 
manager in Beaumont, and Thomas H. 
Chisholm at Corpus Christi. The com- 
pany now has eight agencies in Texas. 

Mr. Anderson, who joined the com- 
pany in 1953 in San Antonio agency, 
holds Bachelor’s and Master’s degree 
from Trinity University, San Antonio. 
Mr. Chisholm, who is a graduate of 
Southern Methodist University, joined 
the company in 1952. 


Insured Pensions Study by 


Connecticut General Life 


Connecticut General Life has prepared 
an interesting brochure giving the re- 
sults of an analysis of 600 Group plans 
as to plan provisions and variations by 
industry. 

Among the results shown are types 
of funding, eligibility requirements, re- 
tirement age, types of benefit formulas, 
employe contributions, vesting, options 
available. More than two dozen different 
industries were analyzed. The brochure 
contains many graphs, much statistical 
information in its 44 pages. 
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This ad in U. S. News 
and World Report is 
part of a year-long pro- 
gram working for 
General American Life 
field associates. It’s tell- 
ing 3,500,000 readers of 
**America’s class news 
magazines” about Mas- 
terplan...and other 
appealing plans offered 
by the Company. 
General American ad- 
vertisements also appear 
in Time, Newsweek, 
Fortune, Business Week, 
and Nation’s Business. 

















National advertising, 
carefully integrated with 
the associate’s day-to- 
day selling, is an advan- 
tage field associates have 
under General Ameri- 
can Life’s Lifetime 
Security Franchise. 












For complete details on LSF write 
Frank Vesser, 
Vice-President 
General American Life 
Insurance Co, 

St. Louis, Mo. 





























































































depends on how 


high up the 





ladder you are 







whether your 
needs can best be 


covered by 














If you’ve already reached 
the top, chances are 
MASTERPLAN is not for 
you. It’s insurance especially 
planned for men on their way 
up with promising careers 
whose responsibilities—and 
needs—will change with 

the years. 


MASTERPLAN is uniquely 
flexible—combines savings 
and protection. Today you 
may need it only for family 
protection. Later you may 
want it to educate your 
children. Or you may use it 
for emergency or opportunity 
funds. Or later for retire- 
ment. MASTERPLAN lets 
you postpone your decision 
... becomes a source of 
protection, savings, and 
profitable investment 

all in one. 









Your General American Life 
representative has the details 
on how MASTERPLAN 
may become your complete 
life insurance program ... 
or the complement of 
present coverage. 
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Jack Manning Honored 
On 10th Anniversary 


DINNER AT WALDORF-ASTORIA 





Managing Director of New York City 
Association, Life Managers Ass’n.; 
Many Tributes Paid 





Jack R. Manning, managing diréétor 
of the Life Underwriters Association of 
the City of New York and the Life 
Managers Association of Greater New 
York, was the guest of honor at a 
reception and dinner on Thursday of 
last week at the Waldorf-Astoria. The 
occasion marked Mr. Manning’s tenth 
anniversary with the New York City 
Association and was sponsored by a 
committee consisting of Arthur L. Sulli- 
yan, chairman, Charles Anchell, Stanley 
R. Wayne, and the ten past presidents 
of the association with whom Mr. Man- 
ning has been associated. 

In addition to Mr. and Mrs. Manning, 
those seated at the head table were 
Charles Anchell, president, New York 
City Association: Charles J. Buesing, 
president, Life Managers Association; 
Harry K. Gutmann, CLU. vice president, 
New York State Association; Spencer 
L. MeCarty. CLU, managing director, 
New York State Association; Tulian S. 
Myrick, consultant, Mutual Of New 
York and chairman of the board, Amer- 
ican College of CILU: Beniamin D. 
Salincer. vice president. Life Managers 
Association; Lester O. Schriver, manag- 





ine director, National Association of 
Life Underwriters: Arthur L. Sullivan, 
nast nresident. New York Association; 
Stanley Ro Wavne. administrative vice 
president. New York Association; and 
Inlins Wikler, New York Superintendent 
of Insurance. 

Head table euests paid tribute to Mr. 
Mannine for his many contributions in 
Promoting the growth of the New York 
Association. also for his activities for 
and on behalf of the industry and life 
underwriters in general. Several gifts 
were presented to Mr. Manning, includ- 
ing a Hi-Fi set. 





Republic National Names 


Five New General Agents 

Five new gereral agents have heen 
amointed bv Renublic National Life, 
Dallas, according to Tames W. Gallowav 
assistant vice president and director of 
g-neral agencies, 

These new representatives include 
Rohert R. Ullom. Norfolk. Va.; W. C. 
MeGahey, Louisville, Miss.;: J. W. 
Womack and T. W. Webster Agency, 
Monroe, La.; Vincent Guerra. Jr., Kan- 
sas City. Mo.; and Roy E. Mills, Laurel, 
Miss All of these general agents are 
qualified by extensive training and serv- 


ice in the life insurance business, Mr. 
ralloway stated. 





Occidental, Calif., Puts All 
Policies Under Check Plan 


Occidental Life of California policv- 
lolders may now combine all their 
monthly premiums—for both life and ac- 
cident and sickness policies—into one 
‘yment under the company’s improved 
ane Authorized Check plan, according to 
iam Rooncement by Vice President Wil- 
ia he annard, who also announced 
i RE A femieaert r Check plan is 
rn Sen to Occidental policyhold- 
With the new plan, payment of pre- 
‘a for all Occidental policies ity tte 
a may be combined into a single 
cikg oY chess Only one of these poli- 
rire” meet the monthly minimum 
with tf lent of $5. The single payment, 
he “ee Same minimum, is also available 

€ company’s Salary Savings meth- 
payee ncental introduced its automatic 

nt plan for life insurance in 1956. 
















Joins Oppenheim Agency 

Ivan S. Phillips has been named to a 
supervisory post with the Gerald Oppen- 
heim Agency, representing Lincoln 
National Life in Beverly Hills, according 
to an announcement by Gerald Oppen- 
heim CLU, general agent. 

Mr. Phillips, who joined the Lincoln 
National Life and the Oppenheim Agency 
in 1953, has a background of over 20 
years in the field of sales. Since joining 
the Lincoln National Life he has estab- 
lised a noteworthy personal sales record. 


Actuarial Club Meeting 


The Middle Atlantic Actuarial Club 
will meet in Baltimore on November 14 
when Stanford Z. Rothschild, president 
of Sun Life of America, will welcome 
members from North Carolina, Virginia, 
District of Columbia and Maryland. 


Samuel C. Tatum, vice president and 
actuary of Jefferson Standard Life, will 
deliver an address as outgoing president. 
A wide range of subjects are on the 
program. 


Capitol Life Appoints 
Two New General Agents 

Capitol Life of Denver has appointed 
new general agents in St. Louis and 
Spokane. 

Kenneth Clark, who was formerly a 
general broker in the St. Louis area, 
has been selected to head Capitol’s 
Life’s St. Louis office in Clayton, Mo. 
Richard A. Triesch, of Spokane, formerly 
with Crown and Aetna, will be general 
agent in charge of the Spokane office in 
the Columbia Building. 














succeed in life insurance selling . . 
ladder . . . who is a friend, a counselor, a booster. 

Others are agency staff members including experts in specialized 
fields — advanced underwriting, group insurance, pensions, and acci- 
dent and health. The experience, knowledge and sales ability of such 
men are always available to the Aitna Life man. They guide him in 
developing and closing cases which can provide extra service for clients 
and substantial commissions for the salesman. 

These general agency teams provide the leadership and inspiration 
essential to Aitna Life’s proved program of training and selling for 


success. 





These men behind the A&tna Life man are members of the General 
Agency staff. They are important men in his business career. 

One is the General Agent who first showed the man how he could 
. who watches his every step up the 


The Field 


Sales Team 


‘HIND THE A@TNA LIFE MAN 
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FETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
AINA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
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New York Supervisors 
Will Meet November 10 


The next meeting of the Life Super- 
visors Association of New York City will 
be held November 10. Topic for the 
meeting will be “The Role of the 
Supervisor in Recruiting,” and speakers 
to’ be featured will be Paul Goodman, 
Knight Agency, Union Central Life, 
who will discuss the supervisor’s role in 
full-time supervision and Julian Sommer, 
Spaulder, Warshall and Schnur Agency, 
Guardian Life, who will comment on the 


role of the supervisor in recruiting 
brokers. 
Murray Waldman, president of the 


association and associate general agent, 
3urton J. Bookstaver Agency, Security 
Mutual Life, announced that the new 
program format of the association, intro- 
duced by him last month, has_ been 
enthusiastically received by the member- 
ship. Theme of the new format is “Role 
of the Supervisor,” and is designed to 
provide members of the association with 
the “know-how” of supervision. Mr. 
Waldman feels that meetings should fea- 
ture association members, who are out- 
standing practitioners of their subjects, 
and who are in the best position to 
understand and analyze the problems of 
the agency supervisor. Mr. Waldman 
also announced that it is the objective 
of his administration to implement fu- 
ture programs with effective public rela- 
tions and publicity, not only to call 
attention to the ability of the supervisor 
and increase his prestige, but also to 
stimulate company thinking with regard 
to the “special” needs and problems of 
the supervisors. 





ASSISTANT MANAGER 
Occidental Life of California has ap- 
pointed Jack M. Israel assistant man- 
ager in its Seattle branch office. He has 


represented the company in Seattle since 
1955. 


Group Premium Income 
Increased Over 36% 


REPORT OF MASS. MUTUAL LIFE 





New Group Premiums For Nine Months 
Exceed $8,000,000; Greatest Increase 
. & H. and Pensions 





New Group business, measured by 
premium income, increased 36% during 
the first three quarters of 1958 over the 
same period of the previous year, Mass- 
achusetts Mutual Life reported. 

President Leland J. Kalmbach said 
estimated annual premiums for new 
Group insurance contracts written by the 
company during the first nine months of 
1958 totaled $8,336,497 which compares 
to $6,130,510 in the same period of 1957. 

New Group insurance written so far 
this year covered 60,360 employes as 
compared to 55,151 during the same 
period of 1957. The number of new 
Group policyholders and present policy- 
holders expanding existing coverages has 
increased from 989 in the first three 
quarters of 1957 to 1,128 during the com- 
parable period of 1958. 


Group Pensions Up 71% 


The greatest increase in new Group 
business was noted in the Group acci- 
dent and health and Group pension 
fields where premium income rose 31% 
and 71% respectively. 

Major medical coverages accounted for 
$1,926,280, or 55%, of new accident and 
health premium income amounting to 
$3,490,926. Premiums from new Group 
pension plans or additions to existing 
plans totaled $3,795,675. 

Major medical coverages were installed 
by employers with from 10 to 1,000 and 
more employes, with some emphasis on 
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A WELL-BALANCED COMPANY 


... September paid business 18.9% ahead of 


last September. 


... First three quarters, 7.2% ahead of 


first three quarters last year, and 


15.6% ahead of same period 1956. 






... Insurance in force increased to 


$1,135,742,296. 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








smaller groups. Especially popular were 
the company’s major medical plan for 
from 10 to 24 employes and its compre- 
hensive major medical plan which pro- 
vides for full reimbursement without 
deductible for specified hospital expenses 
up to $500 and 75% or 80% coverage on 
additional hospital expenses and after- 
deductible surgical or other medical ex- 
penses. Favorable sales reactions were 
also obtained to the company’s unique 
policy of providing full coverage for cov- 
ered medical expenses over $2,000 in a 
calendar year, and its per-illness maxi- 
mums of $5,000, $7,500 and $10,000. 

In the Group pension field, the com- 


pany’s operations gained through en- 
larged regional coverage achieved by an 
established and experienced staff of 


pension specialists and through continued 
satisfactory returns on Group pension 
funds. The company credited 3.814% 
on Group pension funds in 1957 as com- 
pared to 3.75% in 1956 and 3.6% in 1955. 
A majority of Group pension plans 
written during the first nine months of 
1958 involved annual premium rates of 
between $15,000 and $100,000. The aver- 
age number of employes covered per 
plan increased from 170 in 1957 to 200 
employes for the year to date. 

Group life insurance coverages in- 
cluding those written as part of pension 
plans written in the first three quarters 
of 1958 accounted for $1,757,815 of new 
premium income. Life volume _ totaled 
$115,637,383 bringing total Group life 
insurance in force to $1,153,485,824. 


Protective Capital Change 

Protective Life of Birmingham, Ala, 
has increased its capital by $500,000 as 
a stock dividend and voted a quarterly 
cash dividend of 20¢ a share. It also 
changed the par value of its shares from 
$10 to $5. The combination of the stock 
dividend and the split means that each 
stockholder will receive seven shares of 
new stock for each three shares of stock 
owned prior to the split. 

Protective Life now has a capital of 
$3,000,000 and a surplus in excess of 
$7,500,000. After November 1 the com- 
pany’s capital stock was increased to 
$3,500,000 represented by 700,000 shares. 





California Life Expands 

California Life of Oakland, Cal., has 
extended its operations into Idaho and 
Washington, according to an announce- 
ment by O. F. Faris, president. The 
company writes all forms of life, acci- 
dent and sickness and Group insurance 

Approval of the company’s entry into 
Idaho was granted by Leo O’Connell, 
Commissioner, State of Idaho. Admit- 
tance into Washington was approved by 
Commissioner W. A. Sullivan. 

The company will shortly launch an 
extensive program to appoint general 
agents in Idaho and Washington, similar 
to those now underway in other states 
in which it has recently been admitted 
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We give you 
the tools! 


up-to-date, constantly im- 
proving, field-tested sales tools! 
For example, our new SMALL 
GROUP LIFE INSURANCE kit 


includes: sales letter; sales talk: 


agents-enjoy 






~ H. Staehle, sv C.L.U., Field 
gg Vine. 10 White Street 

Conn., Del. Dd. C., *La. Ay “Md. 

eMich. "N.H., NJ, N.C., *Ohio, *Pa., RI, $.C., Vt. ¥ 

*General Agency Opportunities Available 

Overseas territories available 


Brokerage opportunities available 
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Jefferson Standard Life 


D. EDWARD HUDGINS 


D. Edward Hudgins, vice president 
and general counsel of Jefferson Stand- 
ard Life, was elected to the company’s 
board of directors to fill a vacancy 
created by the resignation of William 
M. Tuck, former Governor of Viriginia. 
Mr. Tuck’s resignation and the election 
of Mr. Hudgins were announced follow- 
ing the regularly quarterly meeting of 
directors held at the company’s home 
office in Greensboro, N. C. The board 
also declared a regular quarterly divi- 
dend of 25 cents per share on 24% million 
shares of capital stock outstanding, pay- 
able November 11 to stockholders of 
record at noon, November 3. 

Mr. Hudgins, a_ native of Marion, 
N. C, joined Jefferson Standard in 
January, 1955, as vice president and 
general counsel, taking charge of the 
company’s then newly formed legal de- 
partment. He is a graduate of the Uni- 
versity of North Carolina and attended 
the University’s Law School, In 1931 
he received a jurisprudence degree from 
England’s Oxford University, where he 
was a Rhodes Scholar. 

He served in the North Carolina State 
Senate in 1943-45, is a director of Bur- 
lington Industries, and is a member of 
the American Bar Association, and the 
State and local bar associations. 





Thomas P. Fullmer Joins 


Massachusetts Mutual Staff 


Thomas P. Fullmer, formerly of 
Helena, Mont. has been appointed a 
sales promotion assistant by Massachu- 
setts Mutual Life. He joins the com- 
pany's home office staff with more than 
hve years of sales, managerial, and ad- 
ministrative experience in the life insur- 
ance business. 

A Navy veteran of World War IT, Mr. 
Fullmer is a member of Phi Beta Kappa, 
and a graduate of University of Santa 
Clara. He completed graduate work at 
Fordham University and Santa Clara 
and holds master’s and doctor’s degrees 
from Immaculate Conception College at 
9ss, Calif. Mr. Fullmer has also com- 
tev the advanced course at Purdue 
"stitute of Life Insurance Marketing. 
¢ Was formerly director of sales pro- 
Motion and education for Western Life. 





Joins California Life 


wk A. Downey has been appointed 
‘cutive manager of the association and 


Pasa division of California Life of Oak- 


and, Cal, according to O. F. Faris, 


Mr. Downey will direct the 
ct and administration of 
vision which specializes in writing 
se accident and sickness plans 


or rae ; 
association and union members. 





Names Hudgins A Director 


Accident-Sickness Coverage 
For Buyers on Instalment 


Resolute Credit Life, an affiliate of the 
Resolute Insurance Group of Hartford, 
is issuing accident and sickness protec- 
tion for instalment buyers of automobiles 
and other major consumer items, it is 
announced by E. K. Scriber, Resolute 
president, Resolute’s national field 
organization is authorized to make this 
coverage available through finance fac- 
tors and dealers. 












THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 





PACIFIC MUTUAL MANAGER 

Randall Keith Hunter has been named 
manager of the Pacific Mutual Life 
Memphis agency. Mr. Hunter has been 
with Pacific Mutual since 1953, and im- 
mediately prior to taking over his Mem- 


OFFICE MANAGER AVAILABLE 
LIFE, GROUP, A & H 


Thoroughly experienced in all phases. Fully 
competent to service agents & brokers. 
Address: Box 2657, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 
























phis responsibilities was supervisor of 






, a . ° 
the company’s Oakland, Cal, agency. He expansion of the company’s insurance 







is a native of Louisiana and a graduate 
of the University of Mississippi. 


services throughout Tennessee and Mis- 






sissippi. In addition to its agency, Pa- 
cific Mutual maintains claims office in 
Memphis. 






As manager of the Memphis agency 
Mr. head the 






Hunter will organized 



























THE MAN FROM 
MUTUAL BENEFIT LIFE 
GETS REGULAR 
BUSINESS BOOSTERS 


Boosters, in the form of the most compre- 
hensive sales aids in the life insurance field, 
assure the Mutual Benefit Life Career Man’s 
future. 


To help him diagnose a client’s needs 
and promote the unique advantages of 
TRUE SECURITY, Mutual Benefit Life 
provides such specialized professional tools as: 


Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN— 
Brand new packaging of a dynamic selling 
idea to meet the needs of many businesses 
which find usual employee benefit plans 
inadequate. 
“Modern selling aids such as these assure 
: the Mutual Benefit Life man of a more 
productive and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


MUTUAL BENEFIT 


The [| FF Insurance Company 
for TRUE SECURITY 
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McLaughlin Made V. P. 
Northwestern National 


BALKEMA 2nd VICE PRESIDENT 


Company Increases Capital to $4,400,000 
By Surplus Transfer; Par 
Value Shares Doubled 


Dan D. McLaughlin and E. P. Bal- 
CLU, were elected vice president 
agency director and second vice 
president and manager of agencies re- 
spectively of Northwestern National Life. 

Mr. McLaughlin has been with N/W 
National since 1940. After serving in 
various capacities including that of sales 
director he was named agency director 
in 1956 and second vice president and 
agency director in 1957. 

Mr. Balkema has been with North- 
western National Life all of his business 
life, having joined the company as an 
agent at Grand Rapids in 1928. He was 
named manager of the company’s De- 
troit agency in 1936 and was_ subse- 
quently transferred to N/W National’s 
home office in Minneapolis as sales pro- 
motion manager in 1951, becoming man- 
ager of agencies in 1954. 

Sales by Northwestern National Life 
during the first nine months of this 
year are 29% ahead of the same period 
in 1957, John S. Pillsbury, Jr., president 
told shareholders and policyholders at 
the company’s annual meeting. 





kema, 
and 





BALKEMA, CLU 


tie a 


Nine-month sales during 1958 total 
$196,179,000, compared with $151,622,000 
during the same period last year, Mr. 
Pillsbury said. 

Insurance in force, he said, increased 
$141,000,000 during the 1958 period, com- 
pared with an $88,000,000 increase during 
the first nine months of last year. 

Two new directors, Harry G. Barnes, 
vice president of Gould-National Bat- 
teries, Inc., St. Paul, and Richard L. 
Kozelka, dean of the Schooi of ho peng 
Administration at University of Minne- 
sota, were added to the oon Rasa board. 
Their election followed approval of a 
proposal submitted to policyowners and 
stockholders to increase the board from 
15 to 17 members. 

Re-elected at the meeting for three- 





| O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











DAN D. McLAUGHLIN 


year terms on the firm’s board were 


R. W. Anderson, financial vice president, 


Northwestern National Life; Conley 
Brooks, executive vice president, Brooks- 


Scanlon, Inc.; Leonard G. Carpenter, 
president, McCloud River Lumber Co.; 
Benton Jf. Case, president, Janney, 


Semple, Hill & Co., and Alfred M. Wil- 
son, executive vice president, Minneap- 
olis-Honeywell Regulator Co. 

Also approved at the meeting was a 
proposal to increase the company’s 
capitalization from $2,200.000 to $4,400,000 
through a transfer of $2.200,000 from 
the company’s stock branch surplus to 
its capital stock account. The increase 
in capitz alization changes the par value 
of the company’s stock from $10 to $20 


a share. It does not, however, change 
the number of shares _ outstanding. 
Northwestern National directors de- 


clared a dividend of 75¢ a share, payable 
November 10 to shareholders of record 
October 31. 





H. L. LEE ANNIVERSARY 

Herbert L. Lee, CLU, manager of The 
Prudential’s Jamaica, L. I., agency ob- 
served his 25th anniversary with the 
company November 6. Mr. Lee has held 
Prudential sales and executive posts on 
Long Island since 1933. He headed the 
company’s Hempstead branch office be- 
fore becoming manager at Jamaica in 
1952. 

Mr. Lee is a graduate of the Univer- 
sity of Berlin and has studied at the 
Sorbonne and at New York University. 
He has been active in LUA, CLU, and 
the New York Life Supervisors Asso- 
ciation. 








GROUP MANAGER — PUERTO RICO 


Opening for bilingual, experienced Group Manager in San Juan. 
To represent large mutual life insurance company in top 3% of the 
industry. A fine future for the right man. Write for further details 
and furnish personal background to Box 2658. The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 
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Almost 40 years in life insurance pro- 
fession Ralph G. Engelsman_ will be 
guest of honor at the annual life insur- 
ance d.vision luncheon on behalf of the 
Federation of Jewish Philanthropies, it 
is announced by Samuel D. Rosan (Con- 


tinental Assurance Co.), 1958-59 division 
chairman. 
The luncheon will take place in the 


Warburg Room of Federation headquar- 
ters, 130 East Fifty-Ninth Street, New 
York City. Ralph Engelsman is a past 
president of the Life Underwriters of 
City of New York and New York State 
Midtown Managers Association. After 
being general agent of Penn Mutual for 
many years he is now an insurance con- 
sultant. He has been a writer of large 
volume almost since he entered life 
insurance. As an educator he has not 
only taught life insurance in universities 


but has been much in demand as a 
speaker at sales congresses. 
Ohio State Department of Insurance 


is showing growing concern over increas- 
ing complaints received from life in- 
surance agents about activities of other 
life insurance agents and some life com- 
panies. Complaints include twisting and 
raiding of business. 

Says Superintendent of 
Arthur I. Vorys of Ohio: 

“The distressing thing about such com- 
plaints is that the life industry, having 
achieved a high degree of public ac- 
ceptance through its unwritten code of 
ethical standards, may now be discredit- 
ing itself. The rising number of allega- 
tions of misrepresentation, rewriting, 
twisting, raiding, and policy replacement 
where the assured has established equi- 
table interests in the policy replaced, in- 
dicates a trend not only harmful to the 
life insurance business but also contrary 
to the public interest. 

“In some instances such _ practices 
scem to have been tolerated and even 
encouraged by company management. 
In other instances wholesale appoint- 
ment of new agents with little regard to 
their training or suitability in response 
to pressure for volume from top com- 
pany management may have resulted in 
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: A FAMILY INCOME RIDER TO 65 
: ($20.00 per ““housand) 
THE EXECUTIVE POLICY 
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4, | GUARANTEED RENEWABLE 
: (Health & Accident—Hospitalization) 
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EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


An All New== 


DOUGLAS S. FELT 
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RALPH G. 


such practices in the highly competitive 


life market. Whatever the cause, it is 
increasingly apparent that the life busi- 
ness which has in the past exercised 


highly professional self-restraint on both 
company and agency levels, is now being 
charged with more frequency than ever 
before by those engaged in it with 
unethical, if not illegal, conduct. Each 
member of the life industry should be- 
come conscious of the situation and 
correct it by governing his own conduct 
accordingly. 

“The Insurance Department has set 
up a comprehensive record keeping sys- 
tem to measure the number of legitimate 
complaints against specific agencies and 
companies, the number of applicants for 
license submitted to the Department by 
a company or general agent who fail the 
license examination, and the percentage 
by which such failing applicants exceeds 
the general average of failures. If it is 
found that a company or an agent de- 
velops a poor performance record when 
these statistics are reviewed, the Depart 


ment will take appropriate action 10 
have the situation corrected.” 
Uncle Francis 





ST. PAUL GENERAL AGENT 
Canada Life has announced the ap- 
pointment of Herbert T. Lentsch as gen 
eral agent in St. Paul, Minn. A graduate 


of University of Minnesota, Mr. Lentsch 
of successful 


has had several years 
experience in many phases of the if 
surance business. 
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When a cabinetmaker’s dream took to the rails... 


More than a century ago, a Chicago cabinet- 
maker had a dream—a bedroom on wheels! 

In the face of much scofhing from his contem- 
poraries, George Pullman went to work on an old 
railroad car, and by 1859 had developed the 
sleeping car that was to revolutionize the travel 
habits of the nation. 

That same year a young man in New York 
launched a new business venture. He, too, was 
the target of skeptical comments from many busi- 
ness leaders. With the threat of a domestic war 
mounting daily, they said, the time was not ripe 
for creating a new life insurance firm. 

Nevertheless, Henry B. Hyde secured a charter. 
On July 28, 1859, The Equitable Life Assurance 
Society of the United States opened for business 
in a one-room, second-floor office in lower New 
York. And like the Pullman Company, The 
Equitable prospered rapidly. 


By the first year’s end, it had one million dol- 
lars’ life insurance in force; the following year, 
this amount trebled. Today, The Equitable has 
become an enduring American institution. Its pre- 
eminent position is based on.a superior, well- 
trained agency force. 

For nearly a century, The Man from Equitable 
has been looked upon as a wise and competent 
insurance counselor in his community. Today, 
The Man from Equitable can look forward to 
even greater opportunities for sales and can do 
his work with the confidence that comes from 
knowing he has an agent’s pension plan second 
to none in the incustry. 

In his lasting and rewarding association with 
The Equitable, he is bearing out the prophecy 
made by one of the Society’s first underwriters 
who said that the Society was founded “not for 
a day, but for all time.” 


e 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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John Hancock Sales Gained 
35.2% In Nine Month Period 


Sales of Ordinary insurance by John 
Hancock Mutual Life in the nine months 
ended September 30 increased 35.2% 
over sales for the comparable period 
in 1957, Bryon K. Elliott, president an- 
nounced. This comp:z ured with a 19.7% 
increase in the same period last year 
over the first nine months of 1956. 

The company’s sales of Group insur- 
ance in the first nine months of 1958 
were 18.1% less than in the same period 
a year ago. However, sales figures for 
Group insurance are subject to sharp 
fluctuation because of the large size of 
individual policies. 

Continuing a general industry trend, 
sales of weekly industrial insurance de- 
clined 12.6% in the nine months ended 
September 30, compared with a year 
ago. This is due to an increasing shift 
from policies calling for weekly premium 
payments to those calling for monthly, 
quarterly or annual payments. 

During the nine months ended Sep- 
tember 30, the John Hancock’s new in- 
vestments in city mortgages amounted 
to 21% of total new investments com- 
pared with 31.6% a year ago. Invest- 
ments in bonds increased from 62.3% 
of the total a year ago to 71.2% this 
year. There were slight increases in the 
percentage of total new investments 
placed in farm mortgages and stocks. 
New investments in the nine months 
period this year are producing a yield 
of 4.85% compared with a yield of 4.68% 
in the same period a year ago. 





Mallon-Curran Agency Now 
Located at 630 Third Ave. 


The Mallon-Curran agency of Massa- 
chusetts Mutual Life in New York City 
has moved from its former address on 
West 43rd Street to new and larger 
offices on the tenth floor at 630 Third 
Avenue, corner of 41st Street. 

An increasing volume of life insurance 
sales and a resulting larger amount of 
business being serviced by the agency 
made the expansion of facilities neces- 
sary. The agency delivered a total of 
$14, 885,317 in new Ordinary business dur- 
ing the pe three quarters of 1958, an 
increase of 56% over the same period 
of 1957. Headed by general agents E. 
Lloyd Mallon, CLU, and Robert I. Cur- 
ran, Jr., the agency ranks third in pro- 
duction ‘of Ordinary and Group insurance 
sales among the company ’s 102 agencies 
for the nine month period. 

The lease was negotiated by Feist and 
Feist of New York. 


ca 





Credit Life Insurance for 


Agricultural Borrowers 


Low cost credit life insurance is now 
available to qualified agricultural loan 
borrowers of Bank of America through 
individual policies issued by Occidental 
Life of California, President Horace W. 
Brower announced. 

Designed to pay off the unpaid balance 
of a Bank of America borrower’s debt 
quickly and easily if he should die, the 
insurance will be for the exact amount 
of the borrower’s indebtedness including 
unpaid interest, or $40,000, whichever is 
lesser. 

The coverage is offered to borrowers 
through age 65 who show satisfactory 
evidence of insurability, and is limited 
to the exact duration of the loan up to 
a maximum of 18 months. 





Fort Worth General Agent 


Raymond B. Atherton has been ap- 
pointed a general agent in Fort Worth 
for General American Life. Formerly 
with Southwest American Life in both 
Houston and Fort Worth, Mr. Atherton 
attended Texas Christian University, has 
been in life insurance for five years, and 
has completed special training courses 
in agency management and in insurance 
marketing at Southern Methodist Uni- 
versity. 


Patriot Names New Agents 
In Metropolitan New York 


Patriot Life has announced the ap- 
pointment of two general agencies in 
the metropolitan New York area in its 
expansion into the general agency field. 
Appointed were Michael Schaja, Brook- 
lyn, and the Excel Brokerage Co., Ja- 
maica. At Excel, Philip Platzer is vice 
president in charge of agency develop- 
ment, and Martin Karlin is brokerage 
supervisor. 

Patriot Life, formed in 1953, re- 
cently announced that its immediate pro- 
gram for the appointment of general 
agencies will be centered in New York 
state. The expansion into the agency 
field was started in March. Company 
headquarters are in the new CIT finan- 
cial building at 650 Madison Avenue, 
New York. 





HOUSTON AGENCY MANAGER 

Berry G. Boyd, Jr. has been appointed 

manager of American United Life’s 
agency at Houston, Texas. He is imme- 
diate past secretary-treasurer of the 
Houston branch of the NALU and is a 
member of the board of directors. Prior 
to entering the life insurance field, he 
was engaged in the investment business. 





United Si Life 


Call 


The MaecGrath Agency 


84 Willlam Street 
HAnover 2-7865 





General Agent 
The United States Life Insurance Co. 





In the City of New York 








N. Y. Life Names Managers 
At Detroit, Toledo, Akron 


appointments of three general 
Toledo and Akron, 


The 
managers, in Detroit, 


have been announced by New York 
Life. 
Lee A. Buck has been named. general 


manager of the company’s Michigan 
general office, one of two company offices 
in Detroit. Formerly general manager 
in Akron, he joined New York Life in 
1949 as a representative in Flint, Mich. 
He later was general manager of the 


Insured Homeowner 
Mortgages 
Interest Rates per Annum 
One Family Homes | Two Family Homes 





To 19 Yrs. @ 43%4%|To 19 Yrs. @ 5%4% 
To 25 Yrs. @ 5% To 25 Yrs. @ 52% 
Call 
1. ARTHUR YANOFF, General Agent 


202 W. 40th St., New York, N. Y. 
LAckawanna 4-4469 


Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 











Wheeling, W. Va., office. 

Louis P. Gepford, CLU_ has_ been 
appointed general manager of the Toledo 
general office. Formerly general man- 
ager of the Michigan office in Detroit, 
he joined the company as a representa- 
tive in Grand Rapids in 1936. He was 
general manager in Toledo from 1948 to 
1952. 

John F. Trusler, CLU, has been named 
general manager in Akron. Mr. Trusler, 
formerly manager in Toledo, joined the 
company as a representative in Cleve- 
land in 1945. He also served as general 
manager in Johnstown, Pa. 














CHARLES CRUMBLEY 


Charles L. Crumbley of 
Laurel, Mississippi, had 
no previous insurance 

experience when he came 

to Franklin. In 1956, his 
first full year, his earnings 
totaled $8,131.88. In 1957 
he earned $10,791.94. He 
expects to end 1958 with 
from $13,000 to $14,000 in 
cash earnings. 


His sales are almost 
entirely on Franklin 
Special Plans. 











An agent cannot long travel at a faster gait than the company he represents! 







per year. 


Happier every day 


Mr. W. W. Chamberlin, Jr. 
Southeastern Division Manager 
Montgomery, Alabama 


Dear Bill: 


I get happier every day with the “friendly” Franklin. Thank you 
for the opportunity to be of service to my fellow man and to make a 
start towards becoming a financial success. 


Although I have been associated with you fine folks less than three 
years, my future certainly does look bright. In 1956, my first complete 
year, I earned $8,131.88; in 1957, $10,791.94; and at the rate I am 
going my 1958 earnings should be between $13,000 and $14,000. 


Just think, Bill, without any previous life insurance experience 
I find myself with a company whose liberal commissions and mer- 
chandise makes it possible for me to increase my earnings over $2,500 
Our sales-minded Home Office Executive staff with the 
wonderful Franklin Specials and promotional ideas is largely respon- 
sible for my success. In August I made 15 sales, annualized premium 
$3,693.20 ; in September to date, 24 sales, annualized premium $3,098.85 
—all on Franklin Specials. 


I am deeply grateful to you and the others who have helped make 


this possible. 
Sincerely, 


Charles Crumbley 


P.S. This new Franklin talking picture on the President’s Plan 
(Assistant Salesman) is really a honey. 





FRANKLIN Li 


SPRINGFIELD, ILLINOI$§ 


CHAS. E. BECKER, PRESIDENT 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. poiiea 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Three Billion Dollars of Insurance in Force 





mai 


Laurel, Mississippi 
September 19, 1958 


INSURANCE 
COMPANY 
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Underwriting Changes 
At Bankers Life, Nebr. 

FREEMAN UNDERWRITING SEC’Y 

William E. Price Retiring; John H. 


Pflug Chief Underwriter; Merlin 
Phillips Senior Underwriter 








John A, Freeman has been named 
underwriting secretary for Bankers Life 
of Nebraska succeeding William E. Price 
upon his retirement. He will be in charge 
of all underwriting policy issue func- 
tions for the company. 

A native of Stromsburg, Nebraska, Mr. 


Townsend Studio 


JOHN A. FREEMAN 


Freeman attended University of Nebras- 
ka where he majored in business admin- 
istration. He joined Bankers Life in 
February, 1936, as a clerk in the renewal 
department. In 1940 he was transferred 
to the issuance department where he 
worked until entering the service. Fol- 
lowing three years in the Air Force he 
joined the underwriting department 
where he became chief underwriter in 
June, 1956. Mr. Freeman is a member 
of the Institute of Home Office Under- 
writers and the Home Office Life Under- 
writers Association. 

Senior Underwriter John H. Pflug re- 
places Mr, Freeman as chief underwriter. 
Mr. Pflug joined the underwriting de- 
partment in 1948 upon graduation from 
the University of Nebraska where he 


majored in business administration. 
Merlin R. Phillips has been appointed 
senior underwriter. Mr. Phillips, a grad- 
uate of Nebraska University, began 
working in the policyholders service de- 


partment in 1949 and was transferred 
to underwriting in 1955. 

William E. Price, director of risk 
selection and underwriting for Bankers 
Life, Nebraska, retired November 1 after 


serving the company for 16 years. Mr. 
Price joined the company in 1942 as 
chief underwriter and established the 


company’s first underwriting department. 
In 1954, the issuance and underwriting 
departinents were combined into one 
division of the Actuarial department and 
put wider his supervision. 

Born in Chicago, Illinois, Mr. Price 
attended Northwestern University where 


he majored in business administration. 
€ was a member of Delta Sigma Pi 
fraternity. In 1920 he became associated 


with Northern States Life at Hammond, 
Ind, where he was in charge of pub- 
licity and policyholders service. The 
yompany was reinsured by Lincoln 
Nation: il Life in 1932 and he was trans- 
Ng to Ft. Wayne, Ind. He managed 
le policyholders service department for 
two years and then went into under- 
Writing. 

i Price is a member of the Home 
‘ ce Life Underwriters Association, the 
Nstitute of Home Office Underwriters 


and Nebraska Insurance Institute. In 
1949 he acquired his fellowship. in the 
Life Office Management Association. 





Son for B. J. Bookstavers 


Burton J. Bookstaver, general agent 
for Security Mutual Life, with offices at 
500 Fifth Avenue, New York, and Mrs. 

3ookstaver, recently welcomed the ar- 
rival of a new son, David Edward Book- 


staver. The Bookstavers have two other 
children, John and Jane. 





MIDTOWN 
135 E. 42nd St. 


FULL RESERVE Ist Yr. ON O. L. 





LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL - 1957 


Phoenix Mutual Life's 
BROKERAGE 


W. F. KELLY, Mor. 


AGENCY 
YU 6-6586 


LEVEL DEATH BENEFIT FOR LOAN PLANS 








MADE PRUDENTIAL MANAGER 

Orville B. Spencer has been named 
manager of the Columbus North district 
agency of The Prudential to replace 


John J. Krejci, who has retired, accord- 


ing to Charles W. Campbell, vice presi- 
dent in charge of Prudential’s south- 
central operations, Mr. Spencer has been 
manager of the company’s district agen- 
cy in Lorain. 








and low costs. 


of monthly pension. 


and his employers. 


ten participants, 


the time of issue. 


Popular, profitable, productive 


Pension Plans 


CM Pension Plans are exceptional in flexibility, liberal benefits 


1. Four Types of Tailor-Made Plans 


e Retirement Annuity Plan: a fully insured plan with a death 
benefit that is equal to premiums paid or cash value, 
whichever is greater. 


e Retirement Income Endowment Plan: a fully insured plan 
with a death benefit that is equal to $1000 for each $10 


e Combination Plan: a partially insured plan with conversion 
guarantees that can be used with the accumulated auxil- 
iary investment fund to provide pensions. The death bene- 
fit is $1000 for each $10 of monthly pension. 


e Profit-Sharing Plan: the employees’ annual profit shares 
may be guaranteed to their beneficiaries as much as 15 
years into the future through a life insurance contract that 
has conversion guarantees which can be applied to the 
auxiliary fund built up over the years. 


2. Liberal Dividends mean benefits at low cost for your client 


3. Wide Choice of Optional Settlements: the same variety of 
favorable options as under regular contracts. 


4, Later Retirement Advantages: members may postpone elec- 
tion of options until actual retirement date thus earning addi- 
tional interest and increased pensions. 


5. Simplified Acceptance means that for plans with as few as 
specified amounts of insurance may be 
issued without medical exams or conventional evidence of 
insurability—if applicants are 65 or under and employed at 


6. Home Office Specialists: large staff devoting full time to legal, 
tax and technical problems. Full assistance in installing and 
servicing pension and profit-sharing plans. Specimen 
ments provided at the request of prospect’s legal counsel. 


agree- 


Our 82 General Agencies throughout the country are equipped, 
able and eager to help. brokers with pension trust prospects. 


‘Ml nl? he Connecticut N\utual 


—- INSURANCE COMPANY :' HARTFORD 
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British Figures on 
Insurance Business 


REACH § £300,000,000 IN YEAR _ 1957 





Life Offices Association and Associated 
Scottish Life Offices Compile 
Business Results 





A statistical summary of the life insur- 
ance business as compiled by the Life 
Offices Association of London and the 
Associated Scottish Life Offices follows: 

Ordinary life and annuity funds in- 
creased by £250,000,000 to £3,083,000,000 
at the end of 1957. If the increase of 
£47,000,000 in the industrial (home serv- 
ice) assurance funds is added, the con- 
tribution of all forms of life assurance to 
new net personal savings becomes nearly 
£300,000,000 during 1957. 

Total life assurance funds (ordinary 
and industrial branches) now stand at 
£4,268,000,000 (£3,969,000,000 in 1956). 

Investment Distribution 

The following table gives the distribu- 

tion of life office investments. 
Percentage of 


Class of investment total life investments 


1956 1957 
Mortgages ....-.2..2+:- 15 % 151%4% 
British Government and 
British Commonwealth 
Government, Provincial ; ; 
and Municipal stocks. 304% 28 % 
Debentures, loans stocks, 
preference and guaran- 
teed stocks and shares. 21%% 22 % 
Ordinary stocks and oe 
SR oa acee sus e'50 16%% 174A% 
Real property, ground 
rents and other invest- F 
MS. 5. céabhesansns 16%% 17 & 


New Premium Income 


New premium income (including single 
premiums) on all kinds of assurances 
and annuities effected in 1957 amounted 
to £89,000,000. This premium income se- 
cured benefits of £1,392,000,000 sums as- 
sured and _  £118,000,000 per annum 
annuities and pensions. 

The comparable 1956 figures were £74,- 
000,000 of premium income, securing 
benefits of £1,250,000,000 sums assured 
and £100,000,00 per annum annuities and 
pensions. 

Pension Figures 


Some 3,000,000 employes are covered 
under staff life assurance and pension 
schemes insured with the life offices. 

Benefits secured total £464,000,000 per 
annum prospective pensions and £2,182,- 
000,000 lump sum death in service bene- 
fits. Over £10,000,000 is being paid out 
each year to existing pensioners. 

Yearly premiums from these schemes 
total £155,000,000. This represents 40% 
of the yearly premium income [£388,000,- 
000] in respect of all types of assurance 
and annuity. 

The Finance Act, 1956 enabled self- 
employed persons and employes in non- 
pensionable service to effect within 
limits special forms of retirement an- 
nuity contracts the premiums for which 
are eligible for full tax relief. By the 
end of 1957, some 71,000 of these con- 
tracts had been effected securing future 
pension benefits of nearly £23,000,000 per 
annum in return for yearly premiums of 
£9,400,000 (in addition single premiums 
amounting to nearly £2,400,000 were paid 
in 1957). 


Prudential Names Bickmore 
In Bakersfield, Calif. 


Newman H. Bickmore has been named 
to head the Bakersfield, Calif. district 
agency of Prudential, it was announced 
by Robert B. Turner, director of agen- 
cies at the western home office. 

Formerly associate manager of the 
company’s office in Lancaster, Calif., Mr. 
Bickmore is a native of Casche, Idaho. 
attended Los Angeles public schools and 
has completed courses in the Life Un- 
derwriters Training Council. 

The new manager joined Prudential in 
1940 as an agent in Los Angeles. Several 
years later he was appointed staff man- 
ager in Lancaster and in 1957 was placed 
in charge of the office there as associate 
manager. 

Mr. Bickmore was active in the Lan- 
caster Chamber of Commerce, Life Un- 
derwriters Association, Scouting and 
Cancer Drive, which he led in 1956. 





Massachusetts Mutual’s 
New Punch-Card System 


A new punch-card system for prepar- 
ing, issuing and auditing an estimated 
49,000 monthly income checks for life 
insurance beneficiaries, annuitants and 
retired Group insurance members or 
their beneficiaries, went into effect re- 
cently at the home office of Massachu- 
setts Mutual Life. 

The company said the new system, 
utilizing the most modern type of office 
equipment available, has practically un- 
limited mechanical capacity and is geared 
to absorb the company’s rapidly increas- 
ing business with a minimum of addi- 
tional manpower. 

It will also enable the company to 
improve internal efficiency of its oper- 
ations and give more economical service 
to an estimated total of 60,000 recipients 
of income checks who receive them on 
a monthly, quarterly, semi-annual or 
annual basis. Another anticipated im- 
provement will be the complete prepara- 
tion of annual income tax information 
for policyholders by machine processes. 

Under study for two years and in- 
stalled during the past few months, the 
new system will replace time-consuming 
machine addressing and manual recon- 
ciliation of bank checks. It will also 
make it possible for checks to reflect 
information in company records up to 
about ten days prior to the date of 
actual mailing. Previously, such changes 
had to be made approximately one month 
in advance. 

The new Massachusetts Mutual punch- 
card checks of which the first copies 
were mailed to income recipients will be 
attractive and modern in design. A 
sketch of the Massachusetts Mutual 
home office building will appear on the 
face of all checks against a pale green 
patterned background. 

The enclosure forms will feature a new 
message illustrated by a Norman Rock- 
well drawing each month. 





Gurdon W. Gordon, Jr., Made 
Monarch Life Director 


Gurdon W. Gordon, Jr., secretary of 
Monarch Life of Springfield, Mass., has 
been elected a member of the board of 
directors, according to an announcement 
by Frank S. Vanderbrouk, president. 

A native of Springfield, Mr. Gordon 
attended Westminster School and Wes- 
leyan University. He joined Monarch 
in 1930 and was assistant secretary when 
he entered military service in 1942. He 
returned to Monarch in 1946 and was 
elected secretary that year. 


VUVUVVVUVVVVVVVVV 


NOW IS THE TIME 


To avail yourself of the TOP OPENINGS 
we currently have listed with us for Leading 
Companies. With more than 20 years of 
insurance recruiting experience we have the 
preferred position to help YOU. Your in- 
quiry is invited, in confidence. No obliga- 
tion, of course. Current listings include: 


CHIEF ACTUARY—Life & A&H $16,000 


AGENCY DIR.—H. O., Life 16,000 
ASSOCIATE LIFE ACTUARY 10,000 + 
ATTORNEY—H. ©. INS. EXP. 9,000+ 


H. O. UNDERWRITERS—Life (4) 9,000 
ACTUARIAL ASSISTANT (3) to 7,500 
MATHEMATICIANS—(Life) 3 OPEN 


CITY COMPUTING PLACEMENT 


PAUL S. MILLER, MANAGER. 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


“FROM TRAINEE TO EXECUTIVE” 
4 4y Ay ey hy fy fe hm hor hr, hy hr, ly A 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











Over 1,000 Expected At 
LIAMA Annual Meeting 


More than 1,000 home office executives, 
institutional guests and press representa- 
tives are expected to attend the 4lst 
annual meeting of the Life Insurance 
Agency Management Association in 
Chicago, November 10-13. This year 
there is a larger advance registration 
than ever before, according to Howard 
H. Becker, LIAMA’s assistant secretary, 
who is handling arrangements for the 
meeting, 

More companies are represented in 
depth than have been in the past, he 
said, and over 350 men will be on hand 
Monday for the committee meetings. 
This year the program has been extended 
to five general sessions, beginning Tues- 
day morning, November 11 and ending 
Thursday noon. All sessions will be 
at the Edgewater Beach Hotel. 

While this is the first meeting for 
J. Harry Wood as managing director 
he has attended 22 of these annual meet- 


ings since he was a member of LIAMA’s 
company relations division 25 years ago. 





NEW Five 


FRANK McCAFFREY 








WUTUALJ/ LIFE INSURANCE COMPANY 
eesTen, waseseuure-Te 


Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S 


YEAR RENEWABLE TERM POLICY 
RENEWABLE TO AGE 65 


NEW ONE PARENT FAMILY POLICY ISSUED AT 
—— AGES 18 TO 55 


Cm us for Sill Information 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 

















New Horizons in 
Life Insurance Sales 
Are Opening in 
FOREIGN MARKETS 


Why Not Get 
Your Share ? 


CALL US FOR DETAILS 
fs bee 
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Hemmingson and Owens 


Made Southland Life Officers 

Dan C. Williams, president, Southland 
Life, Dallas, announced the following 
promotions in which two were 
named officers: George T. Hemmingson, 
Jr., assistant vice president, and John 
E. Owens, assistant vice president. 

Mr. Hemmingson, native of Ranger, 
Texas, attended Rice Institute, the Uni- 
versity of Texas and Southern Methodist 
University. He was associated with 
Rauscher, Pierce and Co. prior to join- 
ing Southland Life as a member of the 
company’s investment division in 19852. 
Currently, he is manager of Southland 
Life’s securities department, which post 
he will continue to fill. 

Mr. Owens, native of Cincinnati, at- 
tended the University of Cincinnati. 
Business pursuits prior to joining South- 
land Life included: senior examiner, De- 
fense Plant Corp. and Reconstruction 
Finance Corp.; assistant deputy director, 
Surplus Property Disposal after the 
war; and credit manager for General 
Electric Co. He became associated with 
Southland Life’s investment division in 
1951. Currently, he is manager of urban 
loans for the company and will continue 
in that post. 


men 





Equitable of Iowa Gains 
New life insurance paid for during 
September by Equitable Life of Iowa 
amounted to $14,360,326, the largest Sep- 
tember production in the 91-year history 
of the company, and a 16.5% gain over 
September 1957. This brought the stotal 
of new Ordinary business paid for during 
the first nine months of 1958 to $124,388, 
888, and increased the total business 
force to a new high of $1,619,101,39 at 
the end of September. 
The Detroit agency, H. O, Smart, get 
eral agent, placed first among all agen 
cies of the company during the month. 
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Greeting Virgil Steed is Albert 
G. Clay, descendant of Henry 
Clay and president of the 
Burley Auction Warehouse 
Association, which protects its 
personnel with $4,000,000 of 
Union Central Group Insurance. 


























Sooner or later, anyone who lives in Kentucky is destined 
to meet Virgil S. Steed — a man who travels 34,000 miles 
a year along roads which ramble through 68 counties 
where he is known as Mr. Life Insurance. His 
affection for the Bluegrass state and its people 
is reflected in one of the most colorful, 
diversified backgrounds of any professional 
life underwriter. 


For 15 years, he managed three large farms. 
He has a personal awareness of the difficulties 
which confront rural communities as well as 
the satisfaction a farmer feels when he sells 
his patiently nurtured crop. Drawing on earlier 
experience as a publisher’s representative, he 
has revealed this understanding in Kentucky 
Tobacco Patch, an authentic account of farm 
life which has earned its place on the shelves 
of schools and libraries throughout America. 


He is also at home in medical circles. First, 
because he administers an extensive insurance 
program for the Kentucky Academy of General Practice. 
Secondly, because he assisted in organizing the Rural 
Kentucky Medical Scholarship Fund which sponsors 
students who agree to practice in rural areas. 


His impressive accomplishments in the life insurance 
profession date back to 1948 when he joined the Louisville 
Agency of The Union Central. Rigid standards have earned 
him the National Quality Award on eight consecutive 
occasions; and the confidence of his clients have earned 
him membership in his Company’s celebrated $500,000 
Club during each of the past seven years. 


Hundreds of Kentuckians will tell you that Virgil Steed 
is a good man to know. 





To serve clients scattered 
throughout Kentucky, 
Virgil Steed has registered 
68,000 miles on his 
Rambler within two years. 
Here he discusses a new 
policy with John W. 
Wilhelmi, Jr., popular 
Louisville Rambler dealer. 






HE’S A GOOD MAN TO KNOW 

























Virgil Steed is a frequent guest at the 
home of friend and client, Dr. Daryl P. 
Harvey, president-elect of the Kentucky 
Academy of General Practice. Once 
field secretary, Mr. Steed is now the 
Academy’s Group Insurance counselor. 





One of Virgil Steed’s earliest clients was 
Pulitzer Prize winner, A. B. Guthrie, Jr., 
who won the award for his novel, 
“The Way West.” A former city editor 
of “The Lexington Leader,” he is now 
' a prominent writer of motion pictures. 


Virgil Steed is an active and dedicated supporter 
of the Rural Kentucky Medical Scholarship Fund. 
Here he discusses the Fund with Dr. C. C. Howard, 
the president of the Board of Trustees since 1946. 


THE UNION CENTRAL LIFE INSURANCE COMPANY - CINCINNATI 


Security for the American Family since 1867 
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Insurance Will Meet 
Larger Tuition Costs 


WILL MORE THAN DOUBLE BY 1970 


Dr. Heald, President Ford Foundation, 
Tells New York CLU Chapter of 
Insurance Opportunity 
College tuition rates can be expected 
to double and in some cases triple by 
1970, so long-term budgeting for their 
children’s education may become for 
American parents as basic as home-buy- 
ing or as life insurance itself, Dr. Henry 
T. Heald, president of the Ford Founda- 
tion, told the New York City Chapter, 
American Society of Chartered Life 
Underwriters. Dr. Heald spoke at the 
chapter’s conferment luncheon in the 
Waldorf-Astoria Hotel at which the 
CLU certificate was bestowed on sixty- 
five men and one woman, and advanced 
diplomas in agency management on seven 

men. 

To enable families to shoulder the 
financial burden of higher education, Dr. 
Heald said, we must completely rethink 
our methods of financing such education. 
“One possibility,” he continued, “may be 
the development of far more ambitious 
prepayment and insurance programs that 
parents can undertake while their chil- 
dren are still in their infancy. Another 
possibility is the more extensive use of 
long-range students’ loans repayable over 
their lifetimes after graduation. Such 
a plan was included in recent federal 
legislation. 


May 


“In any 


Require New Approach 


event, the solution of these 
problems will require the combined 
efforts of our colleges and universities, 
foundations, governmental agencies, and 
institutions with broad experience in 
family finance such as insurance com- 
panies, investments firms, and banks. It 
will require unceasing experimenting 
with new approaches.” 

Dr. Heald told his listeners that they, 
as underwriters and family advisers, had 
a unique opportunity to perform a 
valuable and needed service in counsel- 
ling their clients to begin planning as 
early as possible for the education of 
their children. He urged his audience 
to keep abreast of developments in 
education and to pass along such infor- 
mation to clients. He said that CLU 
members, as people who had attained 
this educational certification, could ap- 
preciate that the best insurance that 
families could give their children was 
the education they needed to develop 
their capabilities and contribute con- 
structively to their society. 

The Ford Foundation president con- 
gratulated the American College of Life 
Underwriters on its country-wide pro- 
gram of cooperation with more than 200 
colleges and universities in providing 
sound advanced training. 

About 300 persons attended the lunch- 
eon, at which Mrs. Margaret F. Carlsen 
of the Equitable Society presided. 





Loan On Shopping Center 


A commitment for a first mortgage 
loan of $4,000,000 was issued by Mas- 
sachusetts Mutual Life on a new shop- 
ping center to be built near Virginia 
Beach Boulevard and Military High- 
way, Princess Anne ‘County, Va., close 
to the city limits of Norfolk, Va. 

The company said the mortgage loan 
on the regional center having a total 
rentable floor area of 375,000 square 
feet was one of the largest it has made 
in its Mid-Atlantic district. Construc- 
tion has already been started by Shop- 
ping Center Construction Corp. of Pitts- 
burgh, Pa. and will be completed on 
or before October 1, 1959. 





T. M. Nigro Boston Manager 


Continental Assurance has announced 
the appointment of Theodore M. Nigro 
”°§ agency manager in Boston. Mr. Nigro 
has been in the life insurance, business 
for nine years, and has been a million 
dollar producer for the past four years. 


Akin Akron General Agent 


The appointment of Herbert L. Akin 
as general agent of Manhattan Life in 


Akron, Ohio, has been’ announced. 
Agency offices are at 515 Second Na- 
tional Bank Building. 


Immediately prior to his appointment 
as Manhattan Life general agent, Mr. 
Akin had been director of field develop- 
ment for the William T. Earls Agency 
of Mutual Benefit Life. Previously, at 
various times, he served in koth sales 


and supervisory capacities for the Com- 
monwealth Life, Occidental Life and 
Aetna Life. A graduate of University 
of Louisville, he is a Navy veteran of 
both World War II and the Korean 
Conflict. 





Admitted to Arkansas 
Homesteaders Life Co. of Des Moines, 
has been admitted to do business in 
Arkansas, bringing the total states in 
which the company operates to twenty. 


TEXAS REGIONAL MANAGER 

James Healey has been appointed 
American United Life’s Texas regional 
manager with offices in Houston, He has 
been in the life insurance field seven 
years as an agent, supervisor and branch 


manager. 

A World War II veteran, Mr. Healey 
attended Georgetown University at 
Washington, D. C. and received his 
LL.B. degree from the Brooklyn Law 
School. 

He is a native of Westchester County, 
New York. 















































FOUR SYMBOLS - ONE GOAL 


Each of these symbols identifies an organi- 
zation that is dedicated to establishing and main- 
taining the highest standards of life insurance 


service. 


The coveted Chartered Life Underwriter key 
symbolizes the topmost professional educational 
The Life Underwriter Training 
Council’s badge represents industry responsi- 
bility in passing on lessons of practical experi- 


attainment. 


THE LIFE "comrany 


‘SINCE 1871 


ence. The National Quality Award “Q” is 
recognized as a reward for superior quality of 
life insurance service to the public. 


The fourth symbol is the emblem of The Life 


OF VIRGINIA 


RICHMOND, VIRGINIA. 


Insurance Company of Virginia, a company that 
encourages and supports the activities of all 
organizations dedicated to the education, train- 
ing and development of the professional life in- 
surance salesman. 
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F. R. Schneider Named 
Actuarial Dept. Head 


FOR CONNECTICUT GENERAL LIFE 


William H. Welch, Jr. As Secretary in 
Charge of Accident Department; 
Careers of New Department Heads 


President Frazar B. Wilde of Connec- 
ticut General Life has announced the 
appointment of two new department 
heads: F. Russell Schneider as actuary 
in charge of the Actuarial Department 
and William H. Welch, Jr., as secretary 
in charge of the Accident Department. 
George W. Young is vice president and 
actuary of the company. 

Mr. Schneider joined the company in 
1947 and the following year was named 
supervisor of the actuarial division of 
the Group Pension Department. He be- 
came a Fellow of the Society of Actu- 
aries in 1950 and was appointed actuarial 
assistant the same year. In 1953 he was 
named assistant actuary and since 1956 
has been serving as actuary of the Group 
Pension Department. He is a graduate 
of Wesleyan University where he was 
elected to Phi Betta Kappa. 

Mr. Welch has been assistant director 
of Group sales since 1957. He joined 
the company in 1940 and served as a 
feld Group insurance representative in 
Kansas City. He was named assistant 
district Group manager in Chicago in 
1949 and in 1955 was appointed Group 
manager at the John Street, New York 
City, office. He is a graduate of Yale 
University. 


R. L. DANIEL DEAD 





Former Texas Life Insurance Commis- 
sioner Was 90; Served Two Terms 
on Board of Commissioners 
R. L. Daniel, former Texas Life In- 
surance Commissioner and_ ex-officio 
chairman of the old Board of Insurance 
Commisioners, died at his home in Vic- 
toria, Texas, October 23 at the age of 
9), following an illness of several weeks. 
Mr. Daniel twice served on the old 
board, his first term being from 1925 
to 1927 and his second from 1933 to 1939, 
during which period he was active in 
councils of the National Association of 
Insurance Commissioners. Mr. Daniel 
resided in Dallas from 1945, when he 
retired, until he returned to Victoria in 

1956. 

His survivors include two daughters, 
three sons and three sisters, all of whom 
live in Texas. Funeral services were held 
October 25 in the First Methodist 
Church, Victoria. 


UJA DRIVE AHEAD OF 1957 





Life Insurance Division of Greater New 
York Has Raised $92,000; Report of 
Chairman Jack D. Garfunkel 


The life insurance division of the 
United Jewish Appeal of Greater New 
York has already raised $92,000 in the 
drive to reach or exceed its 1958 goal 
of $100,000, according to a report issued 
by its chairman, Jack D. Garfunkel. This 
compares with a total of $81,000 raised 
during all of 1957. Mr. Garfunkel pointed 
out that a major factor in the rise in 
the sum raised this year is a substantial 
Mcrease in the number of life insurance 
men of all faiths making contributions 
toward UJA’s work of relief and rescue 
in danger and distress zones overseas 
and resettlement of refugees in Israel, 
the United States and other countries in 
the free world. The division has already 
recorded 1,200 contributions in 1958, 
Pig ‘d with approximately 1,000 in all 
57, 

alt. Garfunkel had high praise for the 
“torts of his fellow volunteers, whose 
number included Christians as well as 
ews. He said their efforts had made 
fee the great gains made by the 
je: insurance division this year and 
fs; confidence that their con- 
es a activity in the months ahead will 
oa p, ‘he group to achieve or pass the 
its ~ $100,000 set at the beginning of 

campaign. 
ae vision officers working with Chair- 

N Garfunkel include Maurice Linder 


and Clarence Oshin, honorary chairmen; 
Vice Chairmen Shelley S. Goren for 
Manhattan .and the Bronx, Morris M. 
Besso for Brooklyn, Sidney Sternhell 
for Queens, and Norman Tarnoff for 


Westchester; Special Gifts Chairmen 
Charles Anchell, David A. Carr and 
Ralph Szabo; and Cash _ Collection 


Chairman Louis Loft. 

Mr. Garfunkel made special mention 
of the role played in the drive by volun- 
teer workers who are not of the Jewish 
faith. He referred particularly to the 
outstanding work of such men as 
Charles J. Buesing, Michael J. Denda 
and Harold C. Rose. 


Mr. Garfunkel cited the efforts on 
behalf of UJA of a number of members 
of the life insurance division’s executive 
committee. Among these were Leonard 
Bleetstein, Abraham W. Eisen, Pat 
Klyne, Morris Kreissel, Jack Kriegel, 


Jerome Linder, Harry Phillips, III, 
David Sager, Paul Satz, B. William 
Steinberg, Israel Unterman, Murray 


White and Max L. Wile. He also cited 
the work of a number of the division’s 
agency captains. Among these were 
Irving Allerhand, Bernard S. Axelrod, 
Isidore Bookbinder, Sol Echental, H. 
Feigenbaum, Ben Laeger, David Mack, 
Bernard Rawizer and Henry Schainholtz. 


Sun Life General Agents 

Sun Life of America announces the 
appointment of the Conti-Keller Agency 
as general agents in Akron, Ohio. A 
life department has been created under 
the personal management of Maurice L. 
Hagemaster, formerly associated with 
an Ordinary agency in Akron. 

Both Steve J. Conti and James Keller 
have had much experience in the life 


insurance field and have been associated 
in the general lines field for the past 
eight years. : 
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THE LATE MIKE KELLEHER 

In no arena of business do salesmen 
or managers of production make a 
larger participation to civic, welfare and 
charitable activities than those affiliated 
with the insurance business. The per- 
sonality best exemplifying that died last 
week. He was Michael T. Kelleher of 
Boston, vice president of Marsh & Mc- 
Lennon. His connections and affiliations 
in that community, including the church, 
civic service, public life, social and busi- 
ness organizations, are printed on an- 
other page in this issue as The Eastern 
Underwriter gathered this information 
in 1953. They furnish an example of how 
one man can be an outstanding leader 
in promoting intergroup and other re- 
lations. It would be difficult to find any 
man anywhere associated with so many 
worthwhile endeavors. 





TV COMMERCIAL IN BRITAIN 


Until a few weeks ago insurance com- 
Great Britain did 


panies operating in 

not make use of TV in their advertis- 
ing. That situation began to change 
when Imperial Life of Canada a few 


weeks ago participated in a Channel pro- 
gram, broadcasting from London. 

That was followed by an industry ad- 
vertising campaign in such newspapers as 
Daily Express which in one issue con- 
tained a four-page advertising-spread 
telling the public British insur- 
ance serves the individual and the nation. 
The industry using that 
advertising space were British Insur- 
ance Association, Life Offices Associa- 
tion, Associated Scottish Life Offices and 
Industrial Life Offices Association. 

For many years the page advertise- 
ments of insurance in British daily pa- 
pers were based on the accident insur- 
ance contracts which an individual insur- 
ance company sold to a newspaper in 
connection with subscribing to the paper. 
This has sometimes been called news- 
paper coupon insurance and at one pe- 
riod the use of insurance policies to 
boost newspaper circulation in Britain 
was a fever-heat proposition. The cir- 
culation of some leading London daily 
papers, especially those of a sensational 
variety, such as The Express and The 
Mail, is tremendous, each reaching into 


how 


associations 


the millions. The insurance carriers did 
not worry about claims, They furnished 
an opportunity to make widespread an- 
nouncement of the protection which had 
been given through the medium of the 
paper. The speedy manner in which 
those claims were paid was startling. 

An instance, was a wreck shortly 
after midnight in a rural part of Eng- 
land where there were a number of 
casualties. The Daily Mail felt certain 
some of its subscribers were among 
the killed or injured. The newspaper 
at 1 o'clock in the morning called up 
the accident manager of the company 
furnishing the indemnity to the sub- 
scriber, awakened him and asked him 
to proceed immediately to the scene 
of the wreck. 

“How will I get there?” he asked 
and was told the Mail would have a 
plane for his disposal at Croydon air 
field. Gathering the names of the vic- 
tims, the company’s accident manager 
checked with the Mail’s subscription 
list and checks were immediately mailed. 
An interesting slant on this type of 
underwriting is that the insurance com- 
pany’s accident department had no rec- 
ords of any kind of these subscribers 
to the paper. It didn’t need them. The 
names were all in the newspaper’s cir- 
culation office. 

In the United States there has been a 
considerable sale of insurance to boost 
circulation. Chicago Tribune was a big 
buyer. In New York City no newspaper 
is using insurance to build up circula- 
tion. But for a considerable time there 
have been insurance sponsors on TV. 
Some of the best programs are those 
of insurance companies. 





James F. Crafts, president of Fire- 
man’s Fund, was reelected board member 
of the National Industrial Conference 
Board. The Conference Board, founded 
in 1916, is an independent and non-profit 
institution for business and industrial 
fact finding through scientific research. 
In terms of everyday usefulness, the 
board is a source of facts and figures 
bearing on all aspects of economic life 
and business operation. The work of 
the board is made possible through the 
support of more than 3,700 subscribing 
associations including business organiza- 
tions, trade associations, government 
bureaus, labor unions, libraries, individ- 
uals, and colleges and universities. 





MURRAY D. LINCOLN 


Murray D. Lincoln, president, Nation- 
wide Insurance Companies, Columbus, 
Ohio, spoke on “The Ambassadorship 
of Management” at the luncheon session 
held in connection with American Man- 
agement’s Office Management Confer- 
ence recently at the Hotel Statler, New 
York. Mr. Lincoln’s address was the 
windup of this AMA conference, one of 
26 large-scale meetings held throughout 
the year in New York, Chicago and Los 
Angeles. Mr. Lincoln is also president 
of Nationwide Corp., which has control- 
ling interest in other insurance compa- 
nies and is president of several nation- 
wide affiliates and subsidiaries. He rep- 
resents the International Cooperative Al- 
liance as permanent consultant to 
UNESCO; is chairman of the board of 
CARE, and is president of the Coopera- 
tive League of the U.S.A. 

a i 


Rogers M. Lemon has been appoint- 
ed special agent for the Reliable Insur- 
ance Co., and the U. S. branch of the 
Swiss National for North and South 
Carolina, with headquarters in Charlotte, 
N. C. He joined Reliable in 1952 as a 
fire underwriter. He has been special 
agent for the group in Florida for the 
past year and a half. He was formerly 
associated for 10 years with the Fire- 
man’s Fund Group in Atlanta, Ga. 

ci. * 


Lyman P. Robertson, vice president of 
Pacific Mutual Life, Los Angeles, this 
month celebrates his 25th anniversary 
with the company. He joined Pacific 
Mutual in 1933 as an assistant counsel 
in the Legal Department. He was named 
Acting Counsel for Pacific Mutual in 
1942 and from 1945 to 1950 served as the 
company’s secretary. He became treas- 
urer in 1950 and later that same year was 
elected administrative vice president. He 
is currently vice president and chairman 
of the company’s public relations commit- 
tee. He is a 1927 graduate of Univer- 
sity of Arizona’s Law School, and prior 
to joining Pacific Mutual spent five years 
with the legal firm of Hickox, Trude & 
Robertson in El] Centro, Calif. Before 
that he had been in the trust depart- 
ment of the Bank of Italy. He is a 
director of both the Interstate Engi- 
neering Corp. and the Interstate Ad- 
justeze Corp. Recently he served on 
the California State Bar Association’s 
Committee to study the pension and 
retirement system for judges. He is also 
active in the Los Angeles Community 
Chest. A past president of University 
of Arizona Alumni Club of Southern 
California, he is a member of the Cali- 
fornia Club. 
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Robert E. Battles of Los Angeles, § he hi 
former president of National Association J and | 
of Insurance Agents and also of the suran 
California association, made a talk at the J Audi: 
51st annual convention of California As- — Cath: 

sociation of Insurance Agents in last A 
week of October in which he asked what J he wé 
that association is doing about “the J Scho 
Group insurance problem.” One panel at J Sugar 
the meeting had prominent agents giv- Feder 
ing “checkpoints” on insurance  pro- when 
gramming. he joi 
* Bg * being 

1943, 
Dr. George M. Howe, research meteo- The 
rologist for The Travelers Weather Bill aC 
Service, has been elected  secretary- al a 
treasurer of the New England-St. Law- Kellet 
rence Valley Geographical Society at its shilen 
annual meeting at the University ot hae i 
Massachusetts in Amherst. Dr. Howe ‘ busi 
joined The Travelers Weather Service tection 
in 1956 as a research meteorologist. He aed 
received his B.S. degree in meteorology had di 
from the California Institute of Tech- nies | 
nology, his M.A. degree from Oberlin that h 
College, and his Ph.D. degree from the Hage 
Graduate School of Geography of Clark fetish 

University. He is a veteran of three they: 

years’ service with the Navy during id 
World War II and from 1952 to IB 
when he served as a weather officer r & 
Dr. Howe was separated from active Fac 1 
duty as a lieutenant. Prior to his affilia- sche 
tion with The Travelers Weather Serv: Holt 4 
ice, he was an instructor in the Depart re S, 
ment of Geography of University 0 Hee i) 
Pittsburgh and with the U. S. Weather ea chee 
Bureau. Presently he is a part-time ir ho ae 
structor in geography at Hillyer College, “cond 
Hartford. He is a member of the Amer: feces 
can Geographical Society; a profession4l divs. 
member of the American Meteorological Sie. 
Society, and is vice president of its Hotel - 
Connecticut Valley Branch, Other on Freight 
cers elected at the Society's annua Serie. 
meeting were Dr. Shannon McCunt, eiside, 
provost at University of Massachusetts See’ 
who was reelected president; and He s 


Henry J. Warman, professor of geog tee, Nay 


raphy at the Graduate School of Geost® @ i ad 




























phy of Clark University, first vice “i 
president. USO, Ty 
eee | 
ra Tay Michi, J 1 
Dave Zylestra of Grand Rapids, ; Greater 
agency of National Life of Vermont, ? and of , 
graduate of University of Michigan, = Ilsa for 
a mortar gunner in the 75th Infant? Safety 
during World War II. Fighting ° or enti] 
France, Belgium, Holland and Gene Mr, 
he was wounded in the Battle © “6 €xecutiy 
Bulge. After graduating from college Setts C, 
spent seven years as a claims adjus and Jey 
with Hartford Accident and Indema -ommit{ 
and with Buckeye Union Casualty (0 Metropo 


claim Ngland 


the last year being Michigan 
gro ( 


manager of Buckeye. 
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Mike Kelleher Dead 

Michael T. Kelleher, 61, vice president 
in Boston of Marsh & McLennan, inter- 
national insurance concern, and probably 
the best known broker in the United 
States, died in the Waldorf-Astoria Ho- 
tel November 1. A_ heart attack was 
responsible and he was found dead in 
his room. He had come to New York 
to attend the fourteenth annual dinner 
of the Alfred E. Smith Memorial Asso- 
ciation held in the hotel. For two years 
he had been Boston’s Fire Commissioner 
and for five years was Deputy State In- 
surance Commissioner and Deputy State 
Auditor. He was a prominent Roman 
Catholic layman. 

A native of East Cambridge, Mass., 
he was graduated from Cambridge Latin 
School in 1915 and got his first job in a 
sugar refinery. Going to work for the 
Federal Trust Co. he remained until 1931 
when he entered public life. In 1938 
he joined Marsh & McLennan in Boston, 
being elected a vice president in March, 
1943. 

The Eastern Underwriter in its Big 
Bill page of September 4, 1953, listed 
all the directorates and other of Mr. 
Kelleher’s civic, social, business and 
philanthropic activities which he had at 
that time. It did not seem possible that 
a business man could have so many con- 
nections and work at them. When 1 
asked his secretary how he did it she 
had difficulty in explaining it. One an- 
swer his friends made, however, was 
that he had ‘a mighty efficient secretary. 
Here is a list of the 1953 connections, 
lurnished me at the time by his secre- 
tary: 


He is a Knight of Malta, holder of 
the Grand Cross and vice president, 
Eastern Lieutenancy Association of 
Knights of the Equestrian Order of 


Holy Sepulcher. He is a trustee of Bos- 
ton Symphony Orchestra, Children’s 
Hospital, Faulkner Hospital, Northeast- 
ern University and Provident Institution 
lor Savings, 

Here are Mr. Kelleher’s directorates: 
American Cancer Society, Massachusetts 


division ; Soston Garden-Arena Corp.; 
Boston Mutual Life; Sheraton-Plaza 
otel; State Street Trust Co.; Union 
Freight RR, Co.; United Community 


3oston: vice 


Wiliam 


Services of Metropolitan 
President, West End House; 
ilene’s Sons Co. 

e is chairman of executive commit- 
tee, National Catholic Community Serv- 
lee and national president of United 
efense Fund. He is vice president of 
SO, Inc. 

He is a former general chairman. 
Greater Boston United War Fund 1945 
- A American Red Cross, 1941-2. He 
oriner regional director of Public 
ie tty Greater Boston area (and was 
T entire period of World War II). 

dey, <clleher is vice president and 
seth ac committeeman of Massachu- 
oe ommittee, Catholics, Protestants 
Gear He is chairman of Citizens 
aac for the Armed Forces in 
neeotan Boston and also of New 
cand advisory committee, United 
8ro College Fund. He is chairman, 























commission on education, Massachusetts 
Hospital Association and a member of 
the Corporation, Massachusetts General 
Hospital. 

Mr. Kelleher is a member of these 
boards and committees: Boston Charita- 
ble Trust, Pan-American Society of New 
England, Armed Forces advisory com- 
mittee, First Army; City of Boston 
Executive Board, Civic Improvement 
Committee, National Citizens Committee, 
Fund raising committee of Newton Col- 
lege of the Sacred Heart. 

His clubs include Algonquin, Cam- 
bridge, Commercia] and Merchants, Clo- 
ver, Elks, Knights of Columbus, Eire 
Society, Boston Aero, Friends of Boston 
Symphony Orchestra, Newcomen So- 
ciety, Charitable Irish Soc‘ety, American 
Irish Historical Society, Bostonian So- 
ciety, New England Fire Chiefs Asso- 
ciation, Bank Officers Association, Cam- 
bridge Chamber of Commerce, Tim Ca!- 
lahan Marching and Chowder Club. Also, 
he is a former Commander of American 
Legion. 

His honorary memberships include 
Press Club of Boston, Scots Charitable 
Society, YD Club of Boston, Interna- 
tional Association of Fire Fighters. 

On February 17, 1953, he was awarded 
a citation as outstanding Catholic by 
New Hampshire Committee of the Na- 


tional Conference of Christians and 
Jews. 
Mrs. Kelleher was Mary A. Doyle, 


daughter of the late Senator James H. 
Doyle, and sister of Rev. James H. 
Doyle. The Kellehers live in Jamaica 


Plain, Mass. 
* x 


McHugh Joins Graham 


Francis X. McHugh, after spending 32 
years in trial counsel work for Royal 
Globe Group, has become associated with 
Richard T. Graham, in the practice of 
general law at 150 Broadway, New York 
City. 

Mr. Graham, formerly with Bigham, 
Englar, Englar, Jones and Houston, 
maritime lawyers, has had long experi- 
ence in marine subrogation, and has 
a considerable private practice including 
representing a number of insurance 
carriers. He is a graduate of Albany 
Law School. 

Mr. McHugh, educated at Scranton 
University, Wharton School of Univer- 
sity of Pennsylvania, Fordham Univer- 
sity and Fordham Law School, has long 
been a familiar figure in William Street 
insurance district. He has eight children, 
and 15 grandchildren. His son Francis 
X., Jr., is with the Associated Hospitals 
in its insurance program. 


* * * 


LAN “Author of the Month” 


Paul R. Green, Aetna Life general 
agent at Seattle, has been voted the 
“author of the month” for October by 
the enditors of Life Association News, 
monthly magazine of the National As- 
sociation of Life Underwriters. 





J. WENDELL SETHER 


J. Wendell Sether 


When J. Wendell Sether left the Na- 
tional Board of Fire Underwriters in 
June, 1955, where he was in charge of 
the public relations department, he 
joined the magazine Newsweek as direc- 
tor of publicity. He was responsible not 
only for getting Newsweek used as a 
news source by the wire services, radio 
and TV and newspapers throughout the 
country, but was also in charge of a de- 
partment which answered letters from 
readers, edited the house organ and 
wrote the publisher’s column each week. 

Don Robinson, for 20 years editor of 


The American Press, an independent 
magaz.ne for home town newspapers, 
invited Mr. Sether last summer to go 


into business with him as the advertising 
manager of American Press had retired. 
Mr. Sether became assistant publisher 
as well as advertising manager. 

A few weeks ago Messrs. Robinson 
and Sether bought the Cooperative Ad- 
vertising Newsletter, a publication deal- 
ing with the vast, fast-growing field of 
cooperative advertising. It tells adver- 
tisers and retailers how to do cooperative 
advertising effectively and within the 
law. The Newsletter will be published 
as a division of American Press. The 
J. Wendell Sether Associates, Inc., has 
been formed in connection with Ameri- 
can Press to represent magazines in the 
fields of advertising and public relations. 

Mrs. Hester Coe, formerly secretary 
to A. Bruce Bielaski who recently re- 
tired as assistant general manager of 
National Board and head of its Arson 
Bureau will be executive secretary and 
treasurer of J. Wendell Sether Assoct- 


ates, Inc. 
* *” * 


Meetings in Caracas 


Insurance problems of significance to 
the Americas are under discussion at 
the Seventh Hemispheric Insurance Con- 
ference now being held in Caracas, 
Venezuela. They start November 8. 
The conclus‘on of the conference is on 
the 15th. Expected are 334 delegates 
from insurance industry organizations 
and insurance companies from 19 coun- 
tries. Sessions are being held in u!tra- 
modern University City, the same set- 
ting as the most recent Pan American 
Conference. 

These international insurance confer- 
ences have been celebrated every two 
years since 1946, two of them taking 
place in New York City. This is the first 
time Venezuela has played host to the 
conference. 

All 55 insurance companies registered 
to do business in Venezuela have col- 
laborated through their professional as- 
sociation to extend a most cordial wel- 
come to their 214 foreign visitors. 

Many prominent Americans in the in- 
surance field are expected to narticipate 
in the program. James O. Nichols, pres- 
ident, American Foreign Insurance As- 
sociation, addressed the first plenary 








Fabian Bachrach 
MICHAEL T. KELLEHER 


session; and Victor C. D’Unger presides 
over the discussion on Group life insur- 
ance. Lawrence F. Lee is the principal 
delegate of the U.S.A. and V. I. G. 
Petersen the substitute American dele- 
gate. The permanent secretary of the 
conference is A. L. Kirkpatrick, chief 
of the Insurance Department of the 
U. S. Chamber of Commerce. 

These set discussion groups are on the 
program: 

Promotion and Development of Insur- 
ance (non-Government) in the Americas. 

Fire Insurance—Nuclear risks. 

Transportation—Ships, Planes. 

Life Insurance — Sales, Administra- 
tion, Investment, Legislation. 

Health & Accident—Compensation. 

Autmobile Insurance—Liability. 

Inland Marine. 

Bonding, Credit. 

Economic, Administrative and Juridi- 
cial matters. 

The European insurance committee 
sent a delegation to the conference as 
observers. Apart from this group, other 
observers from Denmark, England, 
France, West Germany, Italy, Spain, 
Switzerland and Sweden attending. 

Language differences are proving no 
barrier. A simultaneous translation sys- 
tem in effect making it possible for those 
attending to “tune in” on the delibera- 
tions in Spanish, English, Portuguese or 
French by means of leadphones at- 
tached to their chairs. 

Dr. Silvestro Tovar of Caracas, who 
is presiding over this conference has 
reiterated the definition of the spirit of 
these hemispheric conferences as “the 
need for all citizens of the Americas to 
realize that insurance is the best source 
of economic stability for the Western 
Hemisphere.” He adds, “Insurance still 
has an ample field to cultivate. The de- 
sired objectives will not be attained in 
years or even decades, but only over a 
lengthy period. The hemispheric con- 
ferences act as a tonic, which, year after 
year, bring about the flourishing and 
improvement of this project, of the great 
social importance of insurance, for the 
family, commerce, industry, and society 


in general.” 
x * * 


To Discuss Nuclear Energy 


James B. Donovan of Watters & 
Donovan will speak on legal aspects of 
nuclear energy insurance before a meet- 
ing of the Society of Medical Juris- 
prudence to be held at the New York 
Academy of Medicine on the evening 
of November 10. Allen Lough, director 
of the New York Operational Office of 
the Atomic Energy Commission, will also 
speak on radiation hazards. 

Dr. George W. Slaughter is president 
of the Society, which was founded in 1883. 
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National Board Honors 
Retiring Engineers 


NEALE, ROBINSON AND DOTY 





President Miller Presides at Luncheon; 
Parker and Vincent Among Speak- 
ers; Numerou®Gifts Presented 


The National Board of Fire Under- 
writers last Friday honored three retir- 
ing members of its engineering staff at 
a luncheon in the Lawyers Club in New 
York. They are: John A. Neale, chief 
engineer; George J. Robinson, senior as- 
sistant chief engineer in the East, and 
Harry L. Doty, chief draftsman. 

Harry W. Miller, NBFU president, 
who also is general U. S. attorney and 
U.S. manager of the Commercial Union 
Group, presided. S. Dwight Parker, 
president of the Springfield Insurance 
Companies, and former chairman of the 
National Board’s committee on fire pre- 
vention and engineering standards, spoke 
of the companies’ appreciation of the 
work of the engineering department, and 
Lewis A. Vincent, NBFU’s general man- 
ager, presented a scroll of honor to each 
of the retiring employes. 

Numerous Gifts Presented 

Everett W. Fowler, who succeeds Mr. 
Neale as chief engineer, introduced Ar- 
thur H. Selleck, engineer, municipal sur- 
vey division, who on behalf of the staff, 
presented them with fire helmet charms 
as mementos of the occasion. Other 
gifts from the staff were presented re- 
spectively to Mr. Doty by Kenneth L. 
Carl, director of municipal surveys; to 
Mr. Robinson by Harold L. Hilton, engi- 
neer, municipal survey division. 

Frank F. Dorsey, chairman of the 
committee on fire prevention and engi- 
neering standards and executive vice 
president of the U.S. Fidelity and Guar- 
anty, presented a large engraved silver 
tray to Mr. Neale in recognition of his 
services. 

Present at the luncheon were mem- 
bers of the engineering staff, who are 
in New York, various department heads 
from the New York office of the Na- 
tional Board, the wives of the retiring 
employes and Mrs. Fowler. 

Other guests were Percy Bugbee, gen- 
eral manager of the National Fire Pro- 
tection Association; Curtis R. Welborn, 
president of Underwriters’ Laboratories, 
Inc., Chicago, and M. M. Brandon, senior 
vice president, Underwriters’ Labora- 
tories, Inc. 





National Board Reports 
“Helene” Losses Settled 


The National Board of Fire Under- 
writers reports that a major proportion 
of storm damage losses in the area of 
Wilmington, N. C., raked by Hurricane 
“Helene” on September 27, have been 
adjusted. According to B. P. L. Carden, 
National Board’s general adjuster, a 
large number of losses are still being 
reported each day, and it is expected 
the final total to stock companies may 
exceed 16,000. 

On his return from Wilmington, Mr. 
Carden said that adjusters representing 
the capital stock insurance business had 
closed over 80% of the claims in less 
than a month after the storm struck. 

Mr. Carden attributed the excellent 
progress made in adjusting the losses to 
the fact that capital stock companies 
had assigned a large adjusting staff to 
the area immediately following first re- 
port of hurricane damage. “The General 
Adjustment Bureau,” he said, “supplied 
189 adjusters and many individual com- 
panies assigned their staff adjusters to 
augment that force.” The catastrophe 
covered a wide area including Wilming- 
ton, Morehead City, Myrtle Beach, New 
Bern, Hatteras and Greenville. 


ELECT MANY NEW GOVERNORS 





Names of Insurance Commissioners 
Whose Parties Were Defeated in 
Tuesday’s Elections 
In Tuesday’s elections there were vic- 
tories for Governors in at least a dozen 
states scored against the party which 
had been in power. This will eventually 
mean a dozen or so changes in the ranks 
of Insurance Commissioners. Among the 
states whose new Governors are of dif- 
ferent political faith than the old ones, 
together with names of present chiefs 

of Insurance Departments, follow: 
New York State, Julius S. Wikler; 
Ohio, Arthur I. Vorys; Rhode Island, 
George A. Bisson; Maryland, Charles S. 
Jackson; Oklahoma, Joe B. Hunt; Cali- 
fornia, F. Britton McConnell; Wiscon- 
sin, Paul J. Logan; Arizona, George A. 
Bushnell; Oregon, Hugh H. Earle, and 
Pennsylvania, Francis R. Smith. 





White Heads Federal 
Committee of NAIA 


Increasing need for close cooperation 
between various departments of Federal 
Government and independent insurance 
agents is recognized by Archie M. 
Slawsby of Nashua, N. H., president of 
the National Association of Insurance 
Agents. He has appointed Morton V. V. 
White of Allentown, Pa., as chairman of 
the association’s special committee on 
Federal affairs. 

In this post, Mr. White will act with 
Maurice Herndon, NAIA Washington 
representative, in seeking to keep legis- 
lators and government departments in- 
formed of the independent agents’ think- 
ing whenever insurance problems arise, 
Mr. Slawsby explained. 

Mr. White has been active in NAIA 
affairs for many years. He was a mem- 
ber of the NAIA executive committee 
for the past three years and has acted 
as a representative for NAIA at several 
meetings in Washington with govern- 
ment representatives. Mr. White has 
also served on various NAIA committees. 
He was a member of the practices com- 
mittee for several years and chairman 
for one year, and also served on the 
property insurance committee in 1951-52. 
He is a past state national director from 
Pennsylvania and former chairman of 
the Eastern Agents Conference. 





Coppeler President 
Hartford Claim Assn. 


Ralph Coppeler, assistant secretary of 
The Travelers, has been elected presi- 
dent of the Hartford Association. Other 
officers elected include Nelson P. Butler, 
Hartford Fire Group, vice president, 
and John Graycer, Aetna Insurance 
Group, secretary. 





ALBERT D. PURVIS DIES 

Albert D. Purvis, 61, senior partner 
in Allen & Purvis, New York insurance 
brokers, died October 27 of a heart at- 
tack while he was making a_ business 
call in Montclair, N. J. He lived in the 
same city. He was also president of 
Purvis-Milner, Inc., also insurance bro- 
kers in New York, a director of the 
Baker Castor Oil Co. in Bayonne and of 
the Mercer Robinson Engineering Co. 
in Clifton. In World War I Mr. Purvis 
was a commander of a submarine chaser. 
He leaves his wife, Harriet Marsh; three 
sons, a sister and three. grandchildren. 


Hiestand, Ohio Farmers 
Board Chairman, Retires 


38 YEARS WITH THE COMPANIES 





Served as President Prior to Becoming 
Chairman; Has Been Officer and 
Director of Many Organizations 





Jean C. Hiestand, Sr., board chairman 
of Ohio Farmers Companies, has retired 
after 38 years with the companies. He 
was honored at the annual old timer’s 
night by officers and employes of the 
companies. 

Mr. Hiestand was associated with the 
Ohio Inspection Bureau and joined the 
Ohio Farmers in April, 1920, as organizer 
and manager of the automobile depart- 
ment. He was instrumental in the early 
development of the Ohio Farmers In- 
demnity. He was elected assistant secre- 
tary in 1923, secretary in 1932 and vice 
president in 1949, In 1956 he was elected 
president and has served as board chair- 
man since 1957. 

During his long insurance career Mr. 
Hiestand has served as officer and di- 
rector for many organizations. He is 
past president of the Western Sprink- 
lered Risk Association, past director of 
the Western Insurance Bureau, past 
president and member of the board of 
trustees of the Underwriters Service, 
Inc., past president and chairman of the 
advisory board of the Ohio State Safety 
Council and past president of the Insur- 
ance Federation of Ohio. 

He is a member of the governing com- 
mittee of the Western Underwriters As- 
sociation and a member of the board of 
trustees of the Underwriters Adjusting 
Co. Mr. Hiestand will continue to serve 
as a member of the board of directors 
for both companies. 


Edward J. Breck Director 
Of Springfield F. & M. 


Edward J. Breck, president of John 
H. Breck, Inc., has been elected a di- 
rector of Springfield Fire & Marine 
Insurance Co., Springfield, Mass. His 
election to the board brings its member- 
ship up to the full authorized strength 
of 24 members. 

Mr. Breck was graduated from the 
Massachusetts College of Pharmacy and 
has been awarded an honorary degree of 
Doctor of Laws by St. Michael’s College. 
Active in local civic and business or- 
ganizations, Mr. Breck is a director of 
the Valley Bank & Trust Co.; a cor- 
porator of the Springfield Five Cents 
Savings Bank; past president of the 
Advertising Club of Springfield, the 
Springfield Better Business Bureau and 
the Springfield Symphony Orchestra 
Association; a member and former di- 
rector of the Rotary Club of Springfield; 
chairman of the City Planning Board; 
vice president and director of the Spring- 
field Chamber of Commerce; past chair- 
man of the Heart Fund Drive, and a 
member of the Springfield Country Club. 


Schiff, Terhune & Co. 


Advances Ross and Fois 
Frank Schiff, president of Schiff, Ter- 
hune & Co, insurance brokers, an- 
nounces election of John P. Ross and 
Andrew D. Fois as assistant vice presi- 
dents. Mr. Ross joined the staff in 1949 
as a trainee in the fire and marine de- 
partment where he remained through 
1952. That year he became account ex- 
ecutive. In 1957 he managed the personal 
accounts department. 

Mr. Ross is a graduate of both Law- 
renceville School and Princeton Uni- 
versity, B.A. degree, class of 1947. 

Mr. Fois has been associated with 
Schiff, Terhune & Co, for nine years, 
having started as a fire engineer and 
for the past three years has served in 
the accounts executive department. He 
is a graduate of the Grover. Cleveland 
High School; attended Brooklyn College 
and the Insurance Society of New York. 
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Many Agents Backed 
Wilson in N. Y. Election 


Malcolm Wilson, who was. elected 
lieutenant governor of New York State 
on the Republican ticket, with Nelson 
Rockefeller to become governor January 
1, had the support of many local agents. 
They are indebted to him, states John 
C. Stott of Norwich, past president ot 
the National Association of Insurance 
Agents and the New York State Asso- 
ciation, because he spear-headed legis- 
lation in 1947 for the agents which pre- 
vented loaning agencies from using 4 
“favorite” agent or broker. Mr. Wilson, 
44 years old, has had 20 years of service 
in the New York legislature. Suppor! 
for Mr. Wilson was also support tor 
Mr. Rockefeller, and vice versa, as 4 
vote for one was a vote for the other 
on New York voting machines. 





Bean New President of 


Mutual Agents’ Asst. 
Henry D. Bean of Haddonfield, N. J. 


heads the list of new officers elected 
by the National Association of Mutua! 
Insurance Agents at its 27th annual 
meeting in New York City. Elected 
serve with him was John Keyser, 
Kalamazoo, Mich., who was chosen first 
vice president and will thereby become 
president at the expiration of Mr. Beats 
term. 

The four vice presidents chosen a 
George R. McKiever, Miami, Fla.; Hug’ 
E. Wyatt, Tulsa, Okla.; Claude, * 
Spencer, Danville, Ill, and T. Cra 
Watson, Gastonia, N. C. 

Reelected as secretary was W. Brest 
Wood, Cleveland, Miss., and Harry © 
Uhler of Baltimore, as treasurer. — 

The annual mutual agents meetill 
brought a record crowd of 800, on 
St. Louis was chosen for the 1959 me¢ 
ing next October. 
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Ex-New Jersey Fieldmen’s Assn. 
Sixth Good Fellowship Banquet Held 


By Epwin N. Eacer 


Although attendance at the sixth an- 
nual dinner-meeting of the Ex-New Jer- 
sey Fieldmen’s Association, held last week 
at the Gramercy Park Hotel in New 
York City, was not up to par, it was 
the most brilliantly eloquent gathering 
of this yet youthful organization. There 
was a greater intimacy engendered by 
the small turn out, with good fellow- 
ship and good fun unabated; but the 
consensus definitely was that more ex- 
New Jersey state and special agents 
should participate in and enjoy these 
festive gatherings. 

When the date of October 27 was set 
the road seemed clear for another big 
dinner meeting. Then other organiza- 
tions began to schedule events for that 
same week and when last Monday rolled 
around it was discovered three other 
day and dinner meetings were competing 
for the presence of members of the ex- 
fieldmen. Nothing could be done about 
that, but the meeting acted to create 
a committee which will study more ap- 
propriate dates for the 1959 gathering, 
or even gatherings, as there may be a 
smaller than complete membership ses- 
sion sometime early in the year. It is 


i 


unlikely that the 1959 annual dinner will 
be in October. 


Good Cheer Predominates 


As the photographs on this page 
eloquently reveal the ex-New Jersey 
road travelers were not downhearted. 


While they expressed regret that more 
of the present members, and those who 
are eligible but not yet members, were 
not on hand to share in the conviviality, 
the anecdotes of yesteryear and the 
deep joy associated with reunions of old 
friends, the men who did attend the 
dinner had a wonderful time They didn’t 
adjourn until nearly an hour past what 
might be termed the customary time 
for ending official business; they didn’t 
all really break up until sometime after 
that. Such was natural; business cares 
were left far behind, good cheer pre- 
dominated and that was contagious. 
President Carl Fry, associated with 
the Boston in New Jersey, presided for 
most of the evening, beset with the 
time honored problems of keeping order. 
Everyone gives the presiding officer a 
good-natured “hard time,” and while it 
is not the custom to re-elect the presi- 
dent, generally the outgoing chief officer 
is glad, when exhausted, to hand over 





Officers of the Ex-New Jersey Fieldmen’s Association as they gathered at the 
reception preceding the dinner augmented by the new secretary and the official 
representative of the New York Ex-Fieldmen’s Society. Left to right, front row, 
are William T. Murphy, vice president; Carl Fry, president; Guy Heiser, president 
of New York Society. Back row, left to right, Paul V. Hartelius, new secretary; 
Richard C. Williams, secretary, and Walter D. Sheldon, treasurer. 


the gavel and board—in this case spoon 
on glasses—to the incoming president. 
That was William T. Murphy, General 
Adjustment Bureau, vice president dur- 
ing the last year, who took over with 
a number of recommendations written 
out, ready for presentation. These were 
accepted, after lengthy debate in which 





4 


Photo by Ben Fasman 


While the quantity of these ex-roadmen in New Jersey was low this year, the quality was excellent and their enthusiasm 


‘ 
‘par excellence.” 


They are gathered here immediately prior to proceeding to the banquet hall in the Gramercy Park Hotel 


in New York City for their annual dinner. While the insurance industry may be beset with underwriting losses and 
expense problems, those clouds were dissipated for the night. These men were not, for those hours, insurance leaders, 
but good friends who had all traveled the same field, New Jersey, in the past. 


“Senator” Harry W. Kohler, America 
Fore Loyalty Group and past president 
of the association, was a leading speaker. 

Other new officers elected are Richard 
C. Williams, Hanover, vice president; 
Walter D. Sheldon, America Fore Loy- 
alty Group, secretary, and Paul V. 
Hartelius, America Fore Loyalty Group, 
treasurer. The nominations were made, 
with perfect political convention oratory 
and concealment of identity until the 
last word, by Past Presidents S. Gage 
Lewis, Fire Insurance Rating Associa- 
tion of N. J.; Joe Sorge, Peerless of 
New Hampshire, Mr. Kohler, and Fred- 
erick W. Doremus, Eastern Underwriters 
Association. Victor L. Pitchford nomi- 
nated Charles B “Doc” Cleaves, Fire 
Insurance Rating Organization of N. J., 
as a member of the executive committee. 
The oratory was overwhelming; the 
“opposition” offered no candidates. A 
vigorous welcome was given “Dick” 
Williams who had been home several 
weeks due to illness this fall. 

The association voted to continue its 
annual contribution of $25 as a prize 
for the best student in the School of 
Insurance of the New York Insurance 
Society’s fire physical aspect course. 


Guy Heiser Represents New York 


Guy Heiser, Crum & Forster and chair- 
man of the New York Ex-Fieldmen’s 
Society, which meets annually in May 
in the same banquet room at the Gram- 
ercy Park Hotel, was present as repre- 
sentative of that organization. 

W. Hugh Hunter of America Fore 
Loyalty Group was elected as a new 
member. Other names were suggested 
but will have to be passed by the execu- 
tive committee. 

To stimulate further gains in mem)ber- 

(Continued on Page 30) 
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Ours is an Agency Company first, last and always. No matter what the situa- 
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Reductions in Company Expenses 
Various Ways in Which Company May Effect Lowering of 


Expenses; Centralization vs. Decentralization; 
Profitable Use of Mechanical Equipment 


By WituiaM A. F. SmiTH 
Joseph Froggatt & Co., Inc. 


A broad picture of some avenues of 
approach to the problem of reduction of 
company expenses was presented by 
William A. F. Smith, manager of the 
Philadelphia office of Joseph Froggati & 
Co., Inc., in a talk he gave before the an- 
nual conference of the Insurance Account- 
ants Association at Bedford Springs, Pa. 
With the title of “Cost Reduction, Central- 
ization vs. Decentralization,’ Mr. Smith 
discussed expense reduction and clarifica- 
tion of responsibilities of fieldmen. 

Joseph Froggatt & Co. is one of the 
nation’s leading accounting and auditing 
firms, and also consulting actuaries. This 
talk is of wide interest because reduction 
of operating expenses by companies is one 
of the leading objectives in underwriting 
operations today. Mr. Smith’s talk is pre- 
sented in two parts, with Part I herewith: 


Part I 


There is no question that costs should 
be carefully studied and that in many 
instances ways will be found to reduce 
processing expense. Interest should not 
be limited to those companies whose 
results reflect an expense ratio higher 
than the average for similar companies. 
Regardless of how low the ratio is, the 
possibility exists that further improve- 
ment can be made, as conditions peculiar 
to the individual company may be re- 
sponsible for the low expense factor. 
Each company should be on guard to 
make certain that even that which is 
apparently good cannot be made better. 
A word of caution is also in order. No 
cost reduction should be effected that 
will result in impairment of service to 
agents or assureds. Renewals of profit- 
able writings must be retained. 


Make Study of Systems and Controls 


Experience of a substantial number of 
representative companies in the indus- 
try gives foundation for the relief that 
the initial step that should be taken 
by management, seeking to improve its 
procedures and controls while at the 
same time effecting maximum economy 
in its operating departments, should be 
the retention of a qualified organization 
with long experience and _ diversified 
association with the various components 
of the insurance industry, to make a 
study of the systems, procedures and 
controls currently in use with a view 
to recommending such .changes, addi- 
tions or deletions as would provide the 
company with the best and most eco- 
nomical methods of processing its work 
in the light of the particular problems 
faced by the individual company. 

I am deliberately stressing the thought 
that the methods and procedures of each 
company must be tailored to the indi- 
vidual needs, the particular problems and 
even the size of the operating staff as 
well as the physical organizations of the 
plant, that is, whether solely a home 
office or a home office with branch 
offices, service offices, claims offices or 
any combination of shome and_ field 
offices. There is no single system or 
way of conducting business that will 
fit every company without many of its 
components being adjusted to meet the 
local requirements. There are, of course, 
generalities that are applicable but for 
maximum efficiency in any organization, 
the system must be individual in many 
respects. 

_ The advantages of obtaining the serv- 
ices of other than company personnel 
to make such a study and recommenda- 
tions are many. Among these should 
be included the benefit of experience 
with problems in similar companies and 
the knowledge of how those problems 
were solved, together with a completely 
dispassionate approach without the pos- 


sibility of being charged with prejudice 
or favoritism, as a result of having been 
employed in a department or depart- 
ments of the company. Additionally, it 
would be difficult for a company to com- 
pletely divert competent personnel from 
their regular assignments, without handi- 
capping operations, in order to conduct 
such a study. If it were possible to as- 
sign such personnel, it might be sug- 
gested, not entirely without apparent 
foundation, that a salary expense reduc- 
tion possibility had already been re- 
vealed. 

In attempting to effect reduction in 
expenses, there are many facets of your 
operations that should be examined. It 
should be agreed, however, that reduc- 
tion of expense is not desirable or ad- 
visable if control is weakened to the 
extent that errors of omission or com- 
mission will pass undetected, or the door 
left open for the commission of dis- 
honest acts. A system or procedure 
worthy of being classified as good has 
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substantial 
well as 


inherent within it a very 
measure of internal control as 
initial economy. 


Study of Overtime Pay 


It is often illuminating to review the 
turnover of personnel and worthwhile to 
analyze the reasons for that turnover if 
it appears to be excessive. Employes 
represent a considerable investment and 
the loss of trained personnel and subse- 
quent training of replacements is costly. 
Salary scales should parallel local rates 
for similar job classifications. While on 
the subject of payroll, overtime should 





What types of insurance? 


In what amounts? 








Maybe You Don’t NEED Insurance 


If you don’t own a home ... or furniture . . . or jewelry .. . or a car, 
you may get along without the services of an insurance agent or broker. 
But for most of us, life is not that simple. Modern living is so com- 
plex that the protection of property and liability has become a 
major problem. The over-all solution, of course, is insurance. But— 


Through which insurance companies? 


The man to rely on for accurate answers to insurance. questions is 
your independent agent or broker. He is not limited to any one 
company, so he can select the policies and companies that suit your 
needs. And the cost of his service is included in your insurance 
premium. Talk with your independent agent or broker today. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station - New York 5 
25 Offices from Coast to Coast 
‘Multiple Line Companies Writing Marine, Fire and Casualty Insurance 








This advertisement appears in the Country’s leading newspapers 


come under scrutiny. Overtime pay and 
supper money represent substantial ex- 
penditures in some companies, and it is 
generally considered that excessive over- 
time work is less productive than work 
during the normal business hours. 

Overtime is often not well supervised 
or not authorized in advance by supervi- 
sors with the result that advantage may 
be taken of this laxity to increase the 
employes take-home pay without com- 
mensurate benefit to the company. Any 
department in which overtime work jis 
the rule rather than the exception should 
be examined. 

Companies having branch offices, sery- 
ice offices or claims offices, should re- 
view operations and eliminate duplica- 
tion of record keeping in the home and 
field offices wherever possible. Unifor- 
mity in operations and record keeping 
of all outside offices should be required 
and compliance verified by periodic in- 
spection. Personnel of offices away from 
the home office have been guilty of main- 
taining additional records which they 
believe essential without the knowledge 
of the home office. Also in many in- 
stances duplicate policy registers and 
assureds indexes are maintained in both 
branch or service offices and home 
offices. 

In the majority of instances the record 
could be eliminated in one or the other 
of the locations. Rather than having 
bank accounts under the control of 
branch offices, in many instances it has 
been found advisable to have the branch 
offices deposit receipts in a bank account 
over which the home office exercises con- 
trol, with no withdrawal authority vested 
in the branch office. The bank recon- 
ciliations are thus concentrated in a 
single department in the home office 
with resultant economy in this operation 
and with improved internal control. 

Studies of branch office operations 
have, in some instances, resulted in the 
decision to centralize operations in the 
home office, changing the branch office 
to a service office status. There are 
many schools of thought as to the rela- 
tive merits and demerits of centraliza- 
tion and decentralization, and this again 
is a problem which can only be solved 
by study of the individual company situ- 
ation. 


Use of Mechanical Equipment 


On the subject of centralization, there 
is a considerable field for exploration. 
Many companies have added to their 
machine accounting equipment since they 
originally established branch offices, an 
it has become advisable to take back 
to the home office much of the work tor- 
merly done in the branch in order to 
profitably utilize the mechanical equip- 
ment. The subject of mechanical equip: 
ment is another field that merits detailed 
study. A high percentage of utilization 
of machine accounting equipment 3S 
necessary in order to amortize the 
rental costs and the salaries of the 
operating personnel. In many companies 
this degree of utilization is not being 
obtained, and either equipment shoul 
be released or additional operations ab- 
sorbed by the machine accounting an 
statistical departments. : 

As an example of the inherent poss! 
bilities, there are some companies WiC 
type all or the greater part of their 
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policies in the home office or in branch 
offices. For these companies a possi- 
bility exists that the production of a 
punch card or tape as a by-product of 
the typing operation would result in 
measurable savings by the elimination 
of the card punching and verification 
operation, with the contingent benefit 
that errors made possible through the 
second operation would be eliminated if 
the punch cards were produced as a 
by-product of the original policy typing. 


Decentralization 


It is difficult to generalize but I be- 
lieve that one of the most important 
facts to be considered is not so much 
whether expense reductions will be ef- 
fected by a plan to centralize or de- 
centralize, but whether service to the 
agent or assured, or both, will be im- 
proved. We must return to the fact 
that profit producing business is the 
life-blood of the industry, and in order 
to obtain and hold that business against 
competition, the maximum of service 
is of the essence. 

A company writing a large premium 
volume nationwide must certainly seri- 
ously consider decentralization and the 
problem will mainly be one of degree. 
whether or not any one, or all, of the 
operations of underwriting, loss and 
claims processing, loss and premium -c- 
counting and statistical work, should be 
conducted in a service office, must be 
decided upon the merits of the individual 
situation. Personnel problems of the 
large company situated in a metropolitan 
center will often enter considerations 
and may even be the determining factor. 
Certainly, if decentralization is entered 
into in any degree, every effort should 
be made to establish uniform procedures 
for all branch offices, and duplication of 
onerations in the home office and branch 
offices avoided wherever possible. 

Many companies are eyeing the new 
electronic data processing equipment 
and, of course, some companies have 
already installed such equipment. Un- 
questionably, where the item volume 
warrants, this electronic equipment 
offers new possibilities for the swift. 
accurate and economical processing of 
data, However, it is also unfortunately 
just as true that some companies have 
committed themselves to this equipment 
only to find that their item volume did 
not warrant its installation, with the 
result that they are heavily burdened 
with unjustifiable expense. Before elec- 


.tronic equipment is acquired, very fac- 


tual studies should be made of the com- 
pan’s processing needs as related to the 
canacitv of the machines. After the de- 
cision is made to acquire the machines, a 
staff of trained personnel must plan and 
Program for an extended period of time 
to assure that the equipment will be a 
‘bread and butter” operation beginning 
with the first day of its installation. 


Unification in Office 


As regards centralization or unification 
within the office, it has been found ad- 
visable in many companies to centralize 
filing of daily reports, typing of pol- 
icles, preparation of assureds’ indexes, 
maintainance of policy registers, and 
Stenographic work with exception of 
necessary executive secretarial employ- 
es, by the use of mechanical dictating 
equipment. 

Advantages of centralization of such 
activities may be many-fold, among 
Which is provision against the handi- 
capping of any particular operation by 
iin s or resignation of individuals. 
When similar activities are conducted in 
each individual underwriting or process- 
ing department, is usually means that 
ew employes are engaged in the par- 
ticular operation in each department. 
Oss of one of these employes could 
Seriously handicap that phase of pro- 
uction, whereas if all such activity was 
grouped in one central unit, the staff 
required for handling the work, while 
smaller in total than the previous indi- 
vidual staffs, would be large enough to 
absorh the loss of individuals without 
“ad Serious a disruption of the opera- 

Also. when the work is spread out over 
& number of departments, it has often 
fen observed that while one depart- 
Ment is falling behind in that particular 


operation, another department has per- 
sonnel assigned to similar work who 
are not being occupied full time. Central- 
ization of work in single units also 
makes possible a spread of experience 
for the employe over all the lines of 
business written, with resultant broader 
training for advancement to other posi- 
tions in the organization. 

Many companies are indulging them- 
selves in the luxury of having secretaries 
for all of their department heads, as 
opposed to making use of mechanical 
dictating equipment with the transcrip- 
tion concentrated in a stenographic or 
typing pool, Exception, of course, must 
be made for secretaries for executive 


officers and for handling of correspond- 
ence of a confidential nature. In con- 
nection with correspondence, of course, 
every effort should be made to use forms 
and form letters where possible, and to 
use window envelopes for mailing. 


To be Concluded 





Geraldine Desmond Is 
Advanced by Security 


Geraldine Desmond’s appointment as 
personnel manager of the Security- 
Connecticut Insurance Group is an- 
nounced by E. Clayton Gengras, presi- 


dent. Miss Desmond will handle all 
phases of personnel administration for 
the countrywide operation, including the 
processing of new employes, payroll con- 
trol and company benefit programs. 

Miss Desmond joined the companies 
in 1944 as a bookkeeper in the brokerage 
department and in 1947 became assistant 
to the personnel manager. Since Febru- 
ary of this year she has been in charge 
of the department. Miss Desmond is a 
graduate of Commercial High School in 
New Haven, which is now known as 
Wilbur Cross, and attended New Haven 
College. She has completed insurance 
courses given by the Insurance Women’s 
Association of New Haven. 


REMINDER to 100,000,000 reY=Xey o} (= 


This month the America Fore Loyalty Group 


alerts 100 million readers of national magazines 


to the need for adequate insurance—and 


the importance of the services of 


the independent agent. 


v 
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Joint Operations of British Companies 


(Continued 
management by these three companies 
but have beset the entire industry. The 
British insurers have consistently had 
sood management; yet conditions in this 
,country have been such in recent years 
that underwriting losses have been gen- 


L. PARKER 


erally costly to insurers. All compa- 
nies are seeking ways in which to reduce 
operating expenses, and the announce- 
ment by these three companies reflects 
action in that direction. 

The Sun Insurance Office is the oldest 
insurance company in the world, having 
been formed in London in 1710. The 
Royal Exchange was organized only 10 
years later, in 1720, and the Atlas dates 
back to 1808. Each is a leading British 
insurer. 


GEORGE 


G. L. Parker Career 
George Leycester Parker is a native 
of Toronto, Canada, where he was born 


HENRY C. PITOT 

in November 15, 1914. He was gr: aduated 
from the University of Toronto and is 
also a graduate of the Toronto Insur- 
ance Institute. He entered insurance 
with the Sun in Toronto in 1931. A 
decade later he was transferred to Mon- 
treal. After serving in the war in the 
Royal Canadian Navy he returned to the 
Sun in 1945. He became assistant secre- 
tary of the Canadian branch in 1949, sec- 
retary the following year and also in 
1950 transferred to the American home 
office in New York. 

_Mr. Parker became assistant United 
States secretary in 1951, assistant United 
States manager in June, 1952, and United 
States manager December 31, 1956. He is 
well known and highly respected in ex- 
ecutive circles and has been active in 


from 
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numerous insurance organizations. 

Arthur Lang became assistant United 
States manager of the Royal Exchange 
Group at the beginning of this year. 
He came on from Los Angeles where 
he had been manager of the group’s Pa- 
cific department since 1954. He joined 
the Royal Exchange in 1933 in New York. 

William M. Kearns became general at- 
torney in the U. S. for the Sun and 
chairman of the Sun of New York at the 
close of 1956. He was formerly president 
of the Sun of New York, which had been 


the Sun Indemnity. Born May 1, 1899, 
at Gardiner, Me., he attended the Uni- 
versity of Maine where he received his 
B.A. degree. He also attended Colum- 
bia University and earned his LL.B. de- 
gree at the New Jersey Law School. 

Mr. Kearns was with the Liberty Mu- 
tual from 1923 to 1934, and then with the 
Lumbermens Mutual Casualty for about 
a year, joining the Sun Indemnity in 
1935. 

C. M. Gallagher 


C. M. Gallagher has served as U.S 
manager of the Atlas, president of the 
Albany and vice president and under- 
writing manager of the Quaker City. A 


Here’s a point to consider in taking on a company in your agency: Is it 
geared to give you complete coverage of fire and allied lines? This is im- 
portant to you and your prospects, because today’s trend is towards 

“package protection.” PLM offers you the newest types of policies, includ- 
ing of course Homeowners, Fire and Extended Coverage, and many forms 
of Inland Marine. In a word, PLM is old enough to be time-tried, young 
enough to be progressive—the kind of company to match the kind of 
agency you run. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE 
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COMPANY 


PLM Building ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 
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ARTHUR LANG 


native of Mahanoy City, Pa., he attended 
Fordham College in New York and was 
graduated from Catholic University of 


C. M. GALLAGHER 


America at Washington, D. C., with an 
A. B. degree. He entered insurance as 
an inspector for the Underwriters Asso- 
ciation of the Middle Department at 


Affiliated Photo—Conway 
WILLIAM M. KEARNS 


as district 


Pittsburgh and later served ® wilkes- 


secretary of the Greensburg anc 
Barre, Pa., offices. 
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Mr. Gallagher went with the Atlas 
in 1924 as special agent for eastern 
Pennsylvania, Maryland and District of 
Columbia, with offices in Philadelphia. 
He was transferred to the home office 
and appointed secretary of Atlas on July 
1, 1932. He became a director and vice 
president of the Albany on January 8, 
1940, and assistant manager of East- 
ern ‘department of Quaker City in 1942. 
Mr. Gallagher became assistant manager 
of the Atlas, New York branch, on Janu- 
ary 1, 1947, and a year later was ad- 
vanced to United States manager. 


Henry C. Pitot 


Henry C. Pitot, another widely known 
and leading figure in property insurance 
circles, was born in New Orleans and 
attended Tulane University there. He 
went with the Southern department of 
the Liverpool & London & Globe in 
New Orleans in 1921 and was _trans- 
ferred to New York in 1927. He held 
field posts in Alabama and Louisiana 
during the 1930s and returned to New 
York as special representative of the 
brokerage and service department in 
1942. 

When the Royal-Globe Group bought 
the Virginia Fire & Marine in 1943 Mr. 
Pitot went te Richmond as vice presi- 
dent. Six years later he came back to 
New York as agency secretary of fire 
and casualty operations in the Southern 
executive department. He was named 
head of the Royal Exchange Group in 
the United States in 1951. 

Mr. Pitot will continue as a member 
of the board of directors of the Provi- 
dent of New York and will visit Eu- 
rope in the near future at the invitation 
of the court of directors of the Royal 
Exchange Assurance. 





NEW ROYAL-GLOBE OFFICE 


Open House Held in Nashville, Tenn., 
Building; U. S. Manager Smith and 
Other Officers Are Present 
Royal-Globe Insurance Group opened 
its new Nashville, Tenn., office building 
with an open house on October 31. At- 
tending were more than 400 local busi- 
nessmen and Royal-Globe Agents from 

Kentucky and Tennessee. 

story-and-a-half structure located 

at 220 25th Avenue, North, the building 
provides more than 15,000 square feet 
of space on its two floors. Built. to 
Royal-Globe specifications, it is fire- 
proof and air-conditioned. A comfortable 
recreation room, plus a lunchroom and 
lounge have been provided for employes. 
There is parking space for 75 cars. 
The company’s United States manager 
and president, Clarke Smith, along with 
Southern territorial executive and As- 
sistant U. S. Manager M. W. Slawson 
and Agency Secretary C. D. Padgette 
of the Southern Department, travelled to 
Nashville to greet guests at the opening. 
Mr. Smith expressed confidence that 
the new facilities, which represent the 
hewest in modern office equipment, will 
offer the finest service available to Royal- 
Globe agents in that territory. Looking 
ahead, he pointed out that next April 
addition of fire underwriting facilites in 
that office, part of Royal-Globe’s pro- 
gram to provide faster localized under- 
Writing, will complete the office’s pro- 
duction, underwriting and ciaims serv- 
ice, 

The Nashville regional office services 
Royal-Globe agents in the states of 
entucky and Tennessee. Regional man- 
ager is H,. D. Forrester; assistant re- 
sional manager is James W. Baxendale. 


25 Attend Aetna School 


Members of the 23rd Agents’ Multiple 
Line Training School of the Aetna In- 
surance Co, attended a graduation lunch- 
fon at the Hartford Club last week. 
President Clinton L. Allen addressed the 
Stoup and presented the diplomas. 
Wenty-five students from 12 states and 
one from Brazil attended the seven- 
weeks course, which was divided into 
tWo sessions: the first on personal lines 
of insurance and the second on property 
‘ithe liability coverages for commercial 








ete next Aetna agents’ school will be 
eld in Hartford late in April, 1959. 
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ES Rea ABET 


ONE WHO HELPS YOU save your client money. 
The Royal-Globe fire protection representative is an expert 
on rates and the inherent hazards of various industries and 
businesses. Before or during construction he can be espe- 
cially valuable. If you have a client contemplating building, 


have him see your FPR now. His 
suggestions often minimize hazards, 
possibly leading to reduced rates 
and future savings. 


There is a fire protection represent- 
ative on your local Royal-Globe mo- 
bile production team. His advice is 
proof to your clients that they are 
in competent hands. He is one more 
reason why Royal-Globe is 


“TOPS IN EVERY SERVICE” 
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George Ingalls Dies; 
America Fore Fieldman 
38 YEARS IN NEW YORK STATE 


Was 84 Years Old; Served in Spanish- 
American War and Joined Fidelity- 
Phenix Fire in 1913 








George W. Ingalls, former New York 
state agent for the Fidelity-Phenix, and 
for several years retired, died October 
31 in the Veterans Administration Hos- 
pital in Syracuse, N. Y., after a long 
illness. He was 84 years of age and had 
been state agent since 1913 until his re- 
tirement seven years ago. 

Mr. Ingalls was a veteran of the Span- 
ish-American War in 1898, having served 
in the 2nd Regiment. He was a direct 
descendant of the founder of Lynn, 
Mass., and was born in Rockwood, 
N. Y., later attending school at Sara- 
toga Springs. 

A member of the Scottish Rites 
Bodies, he was a 32nd degree Mason af- 
filiated with the Seneca River Lodge, 
F&AM. He was a2 member of the Onon- 
daga Historical Assn. and the Empire 
State Society of the Sons of the Ameri- 
can Revolution. He was also a member 
of the Insurance Field Club of Syracuse 
and of the International Order of the 
Blue Goose 

Surviving are his wife, Mrs. Ellen 
Ingalls; two daughters, Mrs. RodMilo 
S. Troyanovich of Bethseda, Md., and 
Mrs. Charles S. Estabrook, Jr. of Fay- 
etteville; four grandchildren, Laura, 
Ellen, Wendy Ingalls, Charles S. Esta- 
brook, III, all of rere and Rich- 
ard M. Hooker, Jr., Canton, Conn., and 
a sister, Mrs. Charles H. Claydon of 
Saratoga Springs. 

Bearers at the funeral services in- 
cluded Dexter Wilson, retired fieldman 
of the America Fore Companies; Walter 
Gaughan, James Bourke and A. R. Ken- 
yon, now fieldmen of the same group; 
Collin Armstrong and Warren Day both 
prominent local agents in Syracuse. Of 
the survivors Richard M. Hooker, Jr., 
is the son of Richard M. Hooker, secre- 
tary of the Aetna Insurance Co. 

William T. Bessant of Syracuse, re- 
tired fieldman of the Great American 
Group, and long a close friend of Mr. 
Ingalls, states: “Of George it can truly 
be said that he was not only a good 
company man but also a very sympa- 
thetic friend of the local agent. He was 
always a fair competitor and to this I 
think all fieldmen will attest. He was a 
man’s man.’ 





Kerch Vice President 


Resolute Insurance Group 


Anthony W. Kerch has been elected 
vice president of the Resolute Insurance 
Group. Resolute President E. K. Scrib- 
ner, said Mr. Kerch will be the chief 
accounting officer of Resolute and Reso- 
lute Credit Life. 

Mr. Kerch joins the executive staff 
of Resolute after years as supervisory 
senior auditor of Joseph Froggatt & 
Co., New York City, insurance public 
accounting firm. Resolute writes auto- 
mobile and mobile home physical dam- 
age coverages through Resolute Insur- 
ance Co. and credit life, accident and 
health through the Resolute Credit Life. 

A graduate of St. John’s University of 
Brooklyn, Mr. Kerch is a member of the 
American Institute of Certified Public 
Accountants and the Insurance Account- 
ants Association. He has served on the 
principal insurance committees of the 
New York Society of CPA’s. 





HARTFORD ADVANCES DANIEL 


Appointment of William E. Daniel as 
assistant superintendent of the com- 
munications and forms department of 
the Hartford Fire Group is announced. 
A native of Holyoke, Mass., Mr. Daniel 
joined the Hartford Accident & Indem- 
nity December 19, 1933, in the home 
office statistical department. He later 
transferred to the automobile depart- 
ment where he was supervisor of the 
forms and underwriting services unit. 
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Slawsby Charges Auto and Dwelling 
Rates Are Too High on Best Risks 


Opinions on commissions and rating 
were expressed by newly elected Presi- 
dent Archie M. Slawsby of the National 
Association of Insurance Agents in a talk 
last week at San Francisco before the 
California Association. At the annual 
convention of NAIA at New Orleans 
the directors adopted the following reso- 
lution, after long debates: 

“That a special committee be appoint- 
ed to be known by whatever suitable 
title may apply, to gather information 


and statistics on production cost al- 
lowances or acquisition cost allowances 
that will enable those states which desire 
such information and assistance to have 
a weapon to oppose rate filings involv- 
ing a reduction in production cost al- 
lowances. 

“Further, that such committee be im- 
mediately implemented and start func- 
tioning in order that such states which 
need help will have it available as soon 
as possible.” 

John P. Wilson, Jr., Mobile, Ala., 
chairman of the Southern Agents Con- 
ference and Alabama director, who of- 
fered the resolution at New Orleans, is 
chairman of this new committee. 


Best Risks Over-Rated 


President Slawsby feels strongly that 
rating methods for automobile and 
dwelling risks are fallacious in that the 
best classes of risks are over-rated to 
bear some excessive losses of the poor 
risks. This practice, he says, leaves room 
for non-bureau companies to lower rates 
on profitable risks, avoid the poorer 
classes and still make an underwriting 
profit. He calls on rating bureaus to 
promulgate rates which are right within 
their own classes and not loaded to 
take care of poorer risks. 

“The direction of the NAIA resolu- 
tion instructs that a committee be ap- 
pointed to gather, besides statistics .. . 
information on cost allowances,” Mr. 
Slawsby said. “I’ve taken the liberty of 
adding to the motion the words ‘and 
such other things as are related to the 
subject.’ 

“The fact that these words are not 
formally nart of the resolution as passed 
is not, in mv opinion, nertinent. I 
hasten to explain that I would not usurp 
any prerogatives of the pnolicv making 
body of our association. There is a nrac- 
tical aspect to this. More than one im- 
portant discovery has been a bv-product 
of°a search for an answer to an entirely 
different problem or condition. 


Problem Not Confined to Auto Risks 


“Most people in our business consider 
the present problem strictly an auto- 
mobile problem. I don’t feel that it is. 
It doesn’t have such a narrow confine! 
... It is a mass market insurance prob- 
lem. It involves habitational coverages 
as well as automobile coverages,” Mr. 
Slawsby stressed. 

“When we deal and treat with the 
philosophy or pricing and marketing of 
one, we must realize that we are deal- 
ing and treating automatically with the 
other! We have been approaching the 
subject of auto insurance marketing and 


pricing from the wrong direction. The 
only thing we’ve done so far is recog- 
nize that something is wrong. We’ve 
come up with no cure because we haven’t 
found the key! 

“We've stood still and permitted some 
of our partners in industry to hang bells 
around our necks marked .. . ‘expense 
differential.’ We have been so anxious 
to disprove this allegation that we have 
permitted our unknowing accusers, 
some among our own number, to con- 
vince themselves that they are right, 
that it is an expense problem!!! 


Sees 1A Auto Rates Too High 


“Few companies, and certainly no 
bureau, keep records of auto premiums 
by class and losses by classification,” said 
Mr. Slawsby. “The premiums are ac- 
counted for and the losses are too, but 
divisions of premiums and losses by 
classification are non existent. The dif- 
ferences in 1A, 1B, 2A, 2C, and 3 are 
formula figures, formula percentages and 
factors. With the 1A rate purposely set 
high and 2A and 2C set low on the ‘Do 
good theory’ of spreading the cost of 
the losses of the few over the many. 
Rating laws say ‘That rates shall be 
neither excessive, inadequate nor unfair- 
ly discriminatory.’ ... In the bureau zest 
to comply, the thought occurs that maybe 
the bread and butter mass market of the 
1A’s has been discriminated against, in 
our way of doing business. 

“If everything worked on 
theory it would be fine. A 
would write so many units of 1A busi- 
ness, so many fewer units of 2A busi- 
ness and so many fewer units of 2C 
business plus so many more units of 
class 3 business divided by territories. 
In this ideal situation all of the insured 
drivers would be related; the relation- 
ship part is so important. Maybe then 


idealistic 
company 


nevusiity [e,*,". 6 © 





the 1A driver wouldn’t mind paying more 
because his son was paying a lot less 
in 2C, 

“That isn’t realistic, however. It never 
happens that way. The 1A drivers aren’t 
all related to one another nor to the 
2C drivers: The 1A drivers aren’t related 
to the producers nor to the insurance 
company stockholders either. The result 
is that a large number of them go to 
the companies who live by their own 
rates, to the companies who know the 
fallacy in the rates, the ones who plumb 
that weakness of ours. 


Incorrect Philosophy 


“T say the difference is not in expense. 
The difference is in this foolishly terrible 
philosophy based on (1) misinterpre- 
tation of the rating laws and (2) wor- 
shipping at a shrine which our bureau 
companies call ‘spread of cost risk over 
all classifications.’ 

“The ‘deviator’ doesn’t permit himself 
to be hypnotized by a social philosophy 
which says he must write some of all 
classes, including those which would 
have to be written at a loss, and take 
the overage of money from the fat and 
spend it there on the lean to support 
a class which shouldn’t require support. 
The deviator doesn’t indulge in that 
kind of fancy thinking. He picks the 
class with the redundancy and either 
reduces that rate to what it should be 
or he selects in that class and refunds 
a part of the redundancy by way of 
dividends. 

“Then the deviator up-prices the class 
which needs support and thereby avoids 
the influx of that classification or he 
selects against the class and avoids it 
entirely. It’s as simple as that. His 
expense advantage, if there is one, is 
neither significant nor material. 

“Let us assess our charges where we 
should. Let the 2A and the 2C pay 
their full required freight. Charge the 

no more than it costs to pay his 
losses plus the expense of doing business 
all along the line plus a modest profit. 
The rating law must protect the 1A 
driver, too; he should not be unfairly 
discriminated against. 


Habitational Risks 


“I mentioned that when we deal with 
marketing, mass marketing. We are 
dealing with not only auto we are dealing 
with habitational coverages, too. We 
must see to it that habitational rates 
are right, are not designed to carry 
(by subsidy) risks of industry and com- 
merce lest we find ourselves with only 
the latter and in the same sorry state 
we will find ourselves if we don’t take 
this last long look around. 

“Our office writes no property or cas- 
ualty business at deviations. It’s so im- 
portant to ali 30 of my associates and to 
me, therefore, that bureau and board 
promulgated rates be right.” 


Middleman on the Totem Pole 





Fire, Inland & Ocean Marine, 
oe Automobile, Liability, 
*. Compensation, Disability, 

Burglary, Glass, Bonds, 
Water, Boiler & Machinery 
LIFE 


Oh te it 


JAFFE 


Used to be “Middleman” was not a nice word, but this 
large underwriting agency is one and proud of it. We're 
the strong link between brokers and the companies. th 
Sitting firmly in the middle, surrounded by a large mi 
accumulation of insurance experience, a fund of 7 
patience and human understanding, we function inde- 
pendently—yet depend on all, as all depend on us. 
Have you put off joining up with a top ranking New 
York agency? Perhaps you'll drop into the office for a 
chat. Then at least, we can try to sell you on the full 
range of Jaffe services which brokers find so helpful. 
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Rhode Island Agents 


Name Gammons President 


The Rhode Island Association of In- 
surance Agents elected Elwin T. Gam- 
mons of Providence president at the an- 
nual meeting there. He succeeds Frank 
J. Lowrey of Pawtucket, who replaced 
John H. Kirby of Woonsocket as state 
national director, 

Edward H. Quillan Jr. of Providence 


and Herbert W. Rathbun of Westerly 
were named vice presidents. New re- 
gional vice presidents by ‘county are 
Bristol, William J. Maisano of Bristol; 
Newport, Roger P. Braman of New- 
port; Kent, Walter L. Cronin Jr. of 
East Greenwich; Providence, James 
Goldsmith of Providence; and Wash- 
ington, Rogers E, Trainer of Westerly. 

In leading a discussion on commis- 
tions, Carlton I, Fisher of Providence, 
past president of the association, Sal 
that current decreases on automobile 
lines are only the first step, to be fol- 
lowed by cuts on Homeowners’ com- 
missions. 

In his presidential report, Mr. Low: 
rey noted that the association has 345 
members, a new high. Mr. Kirby, 4s 
state national director, reported that 
Rhode Island had contributed more than 
$8,000 to the 1958 NAIA advertising 
campaign and was the first state to con 
tribute to the 1959 program. 





NEW YORK WOMEN MEET 

The November meeting of the Insur- 
atice Women of New York was held at 
the Brooklyn Women’s Club on Novem- 
ber 3. Following the meeting there was 
a showing of fall and winter millinery 
through the courtesy of Mr. Murray © 
the Colony Millinery, Brooklyn. 
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Western Underwriters 
Optimistic on Future 


CARTER IS NAMED PRESIDENT 





Flat Cancellations, “All Risk” Covers, 
“Buy Back” Program, Public Rela- 
tions Cited by Speakers 


Members of the Western Under- 
writers Association expressed feelings 
of optimism at their annual meeting at 
White Sulphur Springs, W. Va., recently, 
fecling that marked improvements will 
soon be shown in the Midwest area. 

New officers elected are: president, 
Rush W. Carter, vice president, Aetna 
Fire; vice presidents, Herman P. Winter, 
vice president of America Fore Compa- 
nies, and Charles E. Dox, deputy U. S. 
manager of London & Lancashire. The 
outgoing president is Philip S. Beebe, 
Western manager of Hartford. Edward 
H. Born is manager and secretary. 


President Beebe’s Address 


Mr. Beebe, in his address, commented 
that the WUA is now completing its 
79th year of uninterrupted operation. 
“The basic principle of any trade organi- 
zation is to carry out those functions 
which can be performed more economi- 
cally and efficiently by a single unified 
organization than by each member indi- 
vidually,” he said, in urging the member 
companies to make full use of WUA 
facilities. He also paid tribute to the 
Western Actuarial Bureau because of 
the tremendous responsibility it is carry- 
ing and which it is discharging efficiently 
and conscientiously. 

He used as his text “In the day of 
prosperity, there is a forgetfulness of 
affliction and in the days of affliction 
there is no more remembrance of pros- 
perity.” In developing his theme, he 
pointed out that the stock fire and 
casualty companies in 1957 had an _ un- 
derwriting loss of $205,000,000 and $120,- 
000,000 in 1956. However, for the pre- 
ceding eight years there was an under- 
writing profit each year averaging 
$140,000,000. 

“T agree,” he said, “that our stock- 
holders are more interested in tomorrow 
than in yesterday and that we cannot 
expect to pay tomorrow’s losses with 
yesterday’s gains, but this business of 
ours is one of averages and we must be 
prepared to take the bitter with the 
sweet.” 

He emphasized that he was not dis- 
posed to minimize the serious implica- 
tions of the present period but that he 
felt relief was in the offing. He cited 
such things as the new term rule, the 
“buy-back” wind and hail deductible, 
rate relief where statistics justify, and 
the long over-due restrictions of some 
of the “giveaway” covers in the broad 
swelling forms. 





Loose Adjustments 


Mr. Beebe admitted that the storm is 
not yet over and that “we must con- 
tinue to seek out all means which will 
tend to bring the business into a more 
Normal climate. Among these are bet- 
ter loss adjusting practices. Generally 
speaking,” he said, “our agents know 
how to adjust small losses but all too 
olten, ‘Have it fixed and send me the 
bill’ technique seems to prevail. Some- 
thing must also be done with the flat 
cancellation rule. Such cancellations rep- 
resent a real loss and the business is 
lurnishing protection for varying pe- 
ods to an assured at no cost.” 
he retiring president also suggested 
that each member company review the 
tlssification in its agencies with partic- 
ular attention to those who represent 
‘ompanies which specialize in preferred 
ines. “We might occasionally find that 
we are serving only as a convenient 
eceptacle for hard to place business,” 
le said. 
ae practice of cancelling and rewrit- 
nok usiness when a change in rates is 
a feng was condemned. He pointed 
cai at it is somewhat inconsistent to 
while ain about rate levels in one breath 
Meio. ping the next breath to get as 
ati pusiness on the books as possible 

Inadequate rates. 

" referring to expenses, he observed 


that there is no room in the premium 
dollar today for expensive acquisition 
costs. Nothing is more important today 
than the expense side of the premium 
dollar and anything that tends to in- 
crease it should be studied carefully be- 
fore it is adopted. 

In concluding, Mr. Beebe feared “we 
are too prone to look upon the darker 
side of the picture these days.” He said 
“we could well afford to reacquaint our- 
selves with some of the good things 
about our business. Among them are 
the age of the stock company industry, 
the number of stock companies, the 
amount of their resources, what they 
pay out annually in losses, what they 
have done in rehabilitating distressed 
areas, and the National Board and its 
work.” 


Governing Committee Report 


Mr. Winter, chairman of the governing 
committee, presented the report of that 
body. He stated that one of the rea- 
sons for “our numerous problems is 
growth. For instance, in 1937 fire pre- 
miums for stock companies totaled $473,- 
000,000. Ten years later this figure dou- 
bled and last year it reached $1,350,- 
000,000. This required us to enlarge our 
facilities hurriedly and tremendously.” 

The report pointed out that there have 
been many disagreeable’ by-products of 
this rapid expansion. The companies 
have pinned agents to their offices with 
detail work, so they are not entirely 
to blame for failure to do an aggressive 
soliciting job. 

Further, this is hardly the time to 
encourage an endless parade of form 
changes. “Is this progress, or have we 
gone gimmick-crazy?” said Mr. Winter. 
“Shouldn’t we suggest a halt so we can 
catch our breath and become reason- 
ably acquainted with the coverage we 
are offering? After all, the basic ocean 
marine policy has remained unchanged 
for 300 years.” 

Among the items in the report re- 
leased for publication -was that of free 
insurance. It is expected that rules will 
be adopted throughout WUA territory 
placing tight restrictions on the use of 
hinders. ¥ 

The eighteen agents’ associations in 
the territory were praised and fieldmen 
encouraged to urge eligible agents to 
affiliate with their respective groups. 


Protected Rates Abused 


In one state, the report mentioned the 
practice of writing unprotected dwelling 
risks at protected rates had become in- 
creasingly prevalent. Through the co- 
operation of the inspection bureau, 
dwelling daily reports bearing protected 
rates are now being criticized whenever 
there is reason to believe the property 
is not located in protected areas. Fur- 


ther, the State Insurance Department is- 
sued a bulletin to all companies and 
agents to the effect that the use of im- 
proper rates on unprotected dwellings 
would subject both the agent and the 
company to the penalties prescribed by 
law. These measures have been success- 
ful in drastically curtailing this prac- 


tice. 

The WUA Work and Learn Scholar- 
ship Program has completed nine years 
of successful operation. Unforunately, 
however, too many of the young men in- 
terested in the scholarship do not pre- 
pare themselves properly in high school. 
Consequently, less than 10% of the ap- 
plicants in any year are eligible for ad- 
mission to Illinois Tech. Presently, how- 
ever, there are approximately 25 younger 
fieldmen traveling the WUA territory 
who are products of this program. 


Success of “Buy-Back” Program 


In commenting on the introduction of 
the “Buy-Back” into seven WUA states, 
Mr. Winter said that the superiority of 
this plan over the rate differential meth- 
od is obvious in that it shifts the cost 
in greater degree to the small policies 
where the expense and loss are propor- 
tionately higher. Further, agents are 
selling the deductible, which they were 
not doing formerly. 

In commenting on the state of agency 
balances, the report complimented TIIli- 
nois Director Gerber for his directive of 
October, 1957, announcing enforcement 
of the commingling statute. 


Public Relations Progress 


Miles C. Formo, secretary of the 
Great American, presented the report 
of the public relations committee. “The 
hearings by a subcommittee of the 
United States Senate and the resultant 
publicity, the need for rate increases on 
unprofitable lines, tightening underwrit- 
ing requirements on certain classes, the 
intensified sniping at preferred accounts 
by deviating companies—these are signs 
of the times, demonstrating the increased 
importance of cultivating favorable opin- 
ion with the public and expanding edu- 
cational efforts among our employes and 
agents,” he said. 

However, he disputed the occasional 
“bursts of oratory by uninformed per- 
sons from convention platforms” to the 
effect that our public relations are at a 
low ebb. In the committee’s opinion, tre- 
mendous_ strides forward have been 
made during the past decade. He men- 
tioned the sales training films which the 
committee had purchased during the 
year and the enthusiastic reception they 
recorded by fieldmen and producers. 

The report complimented the National 
Board for its four attractive pamphlets 
for public consumption released during 
the year, dealing with such subjects as 
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under-insurance and the services of the 
local agent. Of the WUA publications, 
“What’s The Difference” continues to 
be the most popular. It is used continu- 
ously by agents in competition as well 
as by member companies for interna! ed- 
ucational purposes. 

Mr. Formo told about the work done 
by the staff when the “Buy-Back” wind 
and hail deductible was introduced in 
the various states. Conferences were 
held with officers of the agents’ and field 
associations and press releases were pre- 
pared to inform the agent of the new 
program. Also envelope stuffers explain- 
ing the need for deductible, as well as 
policy warning stickers, were designed 
and made available to organized agents. 
The committee believed that this prepa- 
ration was responsible for the smooth 
manner in which this radical innovation 
was accepted. 

The 18 WUA field associations were 
applauded as “efficient vehicles for the 
public relations program.” During the 
vear, fieldmen gave 1,072 talks on fire 
insurance subjects before 112,000 lay- 
men. 


Loss Adjustment Reforms 


The report of the committee on losses 
was given by the chairman, Earl R. San- 
born, vice president of the Great Ameri- 
can. This report also condemned the 
practice of agents and some adjusters 
telling assureds to “Fix it up and send 
in the bill.” He added that carpenters, 
contractors, repairmen and appliance 
service organizations have accepted this 
situation gleefully. 

The report planly stated that a sub- 
stantial portion of the underwriting 
losses could be curtailed if companies 
so 2m their loss adjustment meth- 
ods. 

Honorary membership was conferred 
on Charles W. Ohlsen, Sun, retired, and 
three other WUA stalwarts, E. A. 
Henne, retired vice president of America 
Fore Companies; Olaf Nordeng, retired 
vice president of Aetna Casualty; and 
Leonard Peterson, retired vice presi- 
dent of Home. Messrs. Henne and 
Peterson were present. 

New members elected to the WAB ex- 
ecutive committee include T. B. Kelley, 
Commercial Union; E. H. O’Beirne, Jr., 
Aetna Casualty & Surety; E. R. San- 
born, Great American, and F. W. Spald- 
ing, Jr., Springfield. E. L. Ludington, 
Atlas, was chosen to fill the unexpired 
term of Mr. Ohlsen, retired. 





GLENS FALLS WOMEN MEET 


John C. Herlihy, manager automobile 
department, Glens Falls Insurance Co., 
spoke on the changes in the new auto- 
mobile policy and FS-1’s at a meeting of 
the Glens Falls Insurance Women held 
at the Glens Falls Country Club. Mrs. 
Starr Kennedy presided at the business 
meeting that followed. Miss Alice Line- 
han announced that the group is to meet 
at the Friendly Red Door the first 
Tuesday of each month to make cancer 
dressings. The next meeting will be held 
on November 18 in the Queensbury Hotel. 
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Brokers Assn. to Meet 
In New York May 11-14 


The National Association of Insurance 
3rokers will hold its 1959 annual meet- 
ing May 11-14 at the Waldorf-Astoria 
Hotel in New York City. Alexander 
Heid, Jr., is chairman of the arrange- 
ments committee for the host association 
in New York. 





Dunn President of 


Massachusetts Agents 


Clifford E. Dunn of Fitchburg, Mass., 
was elected president of the Massachu- 
setts Association of Insurance Agents at 
the annual meeting in Boston. Other 
officers elected are Francis W. Phelan, 
Cambridge, vice president; Edgar S. 
Cook, Weymouth, second vice president, 
and Robert G. Dowling, Hyannis, state 
national director. 


OHIO FARMERS FIELDMEN 

Ohio Farmers Companies announce 
appointment of Thomas G. McRae as 
state agent in northeast Indiana and 
Marion G. Rennels as special agent in 
northern Illinois. Mr. McRae will work 
out of the Fort Wayne office. Mr. Ren- 
nels will replace Tom McRae and travel 
from the St. Charles, IIl., office. 
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Leaders at N. Y. Agents Garden City Gathering 






























Top figures in company and production fields were speakers at the recent 


Downstate regional meeting at Garden City, L. 


he 


sponsored by the New York 


State Association of Insurance Agents and the Suburban New York Association. 
In the top row are speakers in the panel on viewpoints on insurance. Left to right 
are John N. Walsh, Jr., Buffalo insurance agent; Nicholas Dekker, executive vice 
president, America Fore Loyalty Group; Einar G. Johnson, Staten Island, president 
Suburban New York Association of Insurance Agents; John McCormack, vice 


president Royal-Globe 


wlanhattan Bank. 

30ttom row shows leaders in the agency ranks who were responsible for this 
successful gathering. Left to right are George Kramer, Jr., co-chairman; William 
Blum, the other co-chairman; Arthur F. Blum, executive vice president NYSAIA 
and chairman of the regional meetings; Mr. Johnson, president Suburban, and 
Herbert S. Brewer, Lockport, president NYSAIA. 


Insurance Group; Thomas Glavey, vice president 


Chase 
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BROKERS ALLEGE VIOLATIONS 





Greater New York Association Holds 

Ads Offer “Free” Insurance as Sales 

Inducements in New York State 

The Greater New York Insurance ] 
Brokers’ Association has asked the In- ( 
surance Department to look into the ( 
legality of an advertisement inserted in s 
the New York Daily Mirror by a Bronx c 
automobile dealer offering “free” insur- f 
ance as an inducement for the sale of d 
cars. t 

“This is no Bull, FREE insurance,” 
the lead line of the single column ad W 
which appeared in a recent issue of the V 
newspaper, asserted. To give the ad some h 


visual impact, Randy’s the automobile W 
dealer of 599 Grand Concourse, used the if 
image of a bull with its message. R 

According to Mortimer L. Nathanson, F 


president of the brokers’ association, the 


complaint filed with the New York In- F 
surance Department points out that the al 
advertisement not only violates the law al 
by its offer of free insurance in con- to 
nection with the sale of some chattel, at 
but that it also failed to contain the to 
name of the company underwriting the of 
coverage even though that is required er 
in New York. gr 
Mr. Nathanson said that his associa- sO 
tion’s counsel, C. Joseph Danahy, had be 
also filed a complaint with the New York mi 
Department protesting the contents of a ) 
full page advertisement which appeared ho 
in a recent week-end edition of the New er 
York Post. ing 
The complaint charges that the ad of- for 
fered “Guarantee-Insurance-Indemnity” bo 
in its heading but that a careful reading tri 
of the entire copy revealed that only an 
“products liability insurance” was being tiv 
offered. “We believe the ad to be mis- spe 
leading and deceptive and consequently 
in violation of Section 421 of the Penal 
Law, Mr. Nathanson said in explaining IE 


the basis for his association’s complaint. 





He said that the complaint to the 
Department charged that the advertise- T 
ment was inserted in connection with a con 
new fire injection system and _ consti- has 
tuted an unfair method of competition. ra 

le 


tan 


Williams of Springfield ist 
To Address N. H. Women F 


Howard Williams, recently named di- Me 
rector of sales promotion for the Spring- the 


field-Monarch Insurance Cos., Spring- sele 
field, Mass., will be guest speaker at a que 
meeting of the New Hampshire Insur- pute 
ance Women’s League, to be held in a 


Dover, N. H., on Monday evening, No- its 

vember 10. The subject of Mr. Williams’ conc 
talk will be “Put Sale in Your Everyday rem 
Mail.” the 







He was graduated from Amherst Col- base 
lege, where he was elected to Phi Beta buil 
Kappa in his junior year. His masters 24 fi 
degree was obtained at Columbia Uni- ing 
versity. Mr. Williams was associated all s 
with the Remington Advertising Agency tion, 
in Springfield before joining Monarch the 
Life in 1954. He was appointed manager open 
of public relations in 1955 and director the | 
of public relations and advertising ment 
January, 1958. 

NR Star 
Ex N. J. Fieldman 
(Continued from Page 23) Gr 
ship and attendance at the annual din- resul 
ners, Mr. Lewis was named chairmat ie 
of a membership committee. Working with 
with him will be Mr. Doremus for the age « 
Eastern territory; Fred H. Morasch, and + 
Fireman’s Fund, for the Western pat edge 
of the country and Robert Shepherd for and p 
the Philadelphia area. : in ad 

Earl F. Leach, General Adjustment exper 
Bureau, and Mr. Sorge are heads 0! metal 
committee to cooperate on male may 
arrangements for 1959 meeting dates. It hand! 
is planned to keep the association active Tha 
during the year, to issue and distribute tional 





information to members at intervals an 
thus maintain active interest 0! ev 
who feel the association is of decide’ 
benefit to members and the industry. 
Those who were present in ald 
to those already named _ included te 
following: Joseph H. Wilson, Rexfort 
C. Hunt, J. A. Neill, L. W. Powers 
Edwin N. Eager. 
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America Fore School 


Of Insurance Graduation 
Graduation exercises for the America 
Fore School of Insurance were held 
October 16 at the Drug & Chemical 
Club in New York City. Twenty-seven 
students from 15 states and the Province 
of Quebec received certificates of merit 
from J. Victor Herd, chairman and presi- 
dent of the America Fore companies of 
the America Fore Loyalty Group. 

First place prize for class standing 
wert to Maurice W. Vandeputte, M. V. 
Vandeputte & Associates, Faribault, 
Minn. Second and third place prizes 
were won by John B. Nisbet, Jr., Nisbet 
Insurance Agency, Jacksonville, Ala., and 
Robert P. Sanders, The Sanders Agency, 
Fayette, Ala. 

The school was instituted by America 
Fore in 1957 to give established insur- 
ance agents and brokers, their employes 
and other qualified persons who intend 
to make the field of insurance selling 
and servicing their career, an opportunity 
to acquire a sound, overall knowledge 
of property and casualty insurance cov- 
erages. Each student receives a financial 
grant to defray the costs of attendance 
so that the facilities of the school can 
be extended to all who qualify for ad- 
mission, 

The graduates completed 210 training 
hours which covered all phases of prop- 
erty and casualty insurance. The course 
included lectures, classroom discussions, 
forums directed by managers of various 
boards, bureaus and associations, field 
trips, question and answer sessions, tests 
and interviews with America Fore execu- 
tives, department heads and _ technical 
specialists. 


IBM RAMAC Computer 


For Kansas City F. & M. 


The first IBM RAMAC electronic 
computer in the Missouri Valley area 
has just been installed by the Kansas 
City Fire and Marine. The latest in 
the International Business Machines 
family of so-called electronic brains, it 
is the first designed specifically to han- 
dle in-line accounting on a mechanized 
basis. As its name, Random Access 
Method of Accounting Control, implies, 
the data stored in the machine can be 
selected at random, rather than in se- 
quence as in previous types of com- 
puters. 

‘Installation of the new Ramac, with 
its need for additional space and_ air- 
conditioning, coincided with an extensive 
remodeling and expansion program in 
the company’s home office building. The 
basement and first two floors of the 
building are currently being extended 
24 feet into the adjacent employes’ park- 
ing lot, and a second elevator to serve 
all seven floors is also under construc- 
tion. Because of the size and weight of 
the component parts of the Ramac, an 
opening was made through the wall of 
the home office building, and the equip- 
ment hoisted into place by crane. 








Standard for Production, 


Storage of Titanium 
Gre wing use of combustible metals has 
resulted in a new NFPA standard on the 
re and explosion hazards associated 
with the production, processing and stor- 
age of titanium. Basing its information 
and recommendations on present knowl- 
edge of the characteristics of the metal 
and processes, the standard urges caution 
in adopting any untried methods. Past 
€xperience with other combustible 
metals, it states, indicates that hazards 
may develop as changes are made in 
andling or processing procedures. | 
_The standard was adopted by the Na- 
tional Fire Protection Association at 
its annual meeting in Chicago, on recom- 
mendation of the NFPA committee on 
combustible metals. Copies of the NFPA 
cundard on the production, processing, 
andling, and storage of titanium, NFPA 
os 481 (32 pages, 50 cents) may be ob- 
ained from the National Fire Protection 


ssociation, 60 Batterymarch St., Boston 
+ Mass, 














Unusual risks abroad 
are not unusual to AFIA. For AFIA is “at 
home” in 70 countries—thoroughly familiar with local 
conditions—experienced in providing protection that 
fits and conforms to the laws of the land. 

You'll get full guidance, have no problems, when you 
contact AFIA’s nearest office about any specific risk. 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street « New York 38, New York 
CHICAGO OFFICE .. Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DAELAS COPPICE 2c ce ccc 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
EOS ANGELES OFFICE .. .. sc cccces 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE .. Russ Building, 235 Montgomery Street, San Francisco 4, Calitornia 
WASHINGTON OFFICE .... Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


An association of leading American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 











NEW FIRE CODES EDITION 


NFPA Publishes Revised Edition In- 
corporating Leading Changes; 170 
Separate Standards 
Important changes in fire safety stand- 
ards are incorporated in a new and re- 
vised edition of the National Fire Codes 
just published by the National Fire Pro- 
tection Association, it is announced by 
Robert S. Moulton, technical secretary 

of the Association. 

The six-volume 1958 edition is a com- 
piliation of the 170 standards developed 
by NFPA in the fields of flammable 
liquids and gases, combustible solids, 
dusts, chemicals and explosives, build- 
ing construction and equipment, extin- 
guishing equipment, electrical, transpor- 
tation and miscellaneous operations. 

New material in the 1958 edition in- 
cludes 38 new or revised fire safety 
standards adopted at the 1958 NFPA 
annual meeting. It also incorporates all 
amendments approved by the NFPA 
board of directors up to and including 
July 30, 1958. 

The six new volumes, with a_ total 
of 4,800 pages, by title and content are: 

Volume I—Flammable Liquids and 
Gases (35 standards, 896 pages). 

Volume II—Combustible Solids, Dusts, 
Chemicals and Explosives (35  stand- 
ards, 656 pages). 

Volume III— Building Construction 
and Equipment (31 standards plus an 
informative discussion of building codes 
and references to model codes, 744 
pages). 

Volume IV—Extinguishing Equipment 
(33 standards, 1,136 pages). 

Volume V—Electrical (The National 
Electrical Code, 1956 edition, including 
interpretations and interim amendments 
to July 30, 1958, plus six other NFPA 
electrical standards and a digest of the 
electrical provisions of 76 other NFPA 
standards, 720 pages). 








Present NAMIA Awards for 


Fire, Accident Prevention 

A North Carolina local agent and a 
Virginia Fire Department were first place 
winners in the fire and accident preven- 
tion contest for 1958 of the National 
Association of Mutual Insurance Agents. 
J. T. Sutton of Kinston, N. C., won first 
place in the field of Accident Prevention 
for his annual safety meetings designed 
to encourage better driving on the part 
of drivers for commercial fleets. It was 
the second time Mr. Sutton had won at 
the contest, his first success having oc- 
curred in 1956, 

The Bristol (Va.) Fire Department, an 
entry sponsored by the Fred Reuning 
Co. of Bristol, was also a two-time 
winner, 1957-58. 

These awards were made in conjunction 
with the 27th annual convention of 
NAMIA here today at Commodore 
Hotel. The presentations were given by 
Roy R. Allsopp of Waynesboro, Pa., 
NAMIA committee chairman. 

Mr. Sutton, who is a member of both 
the North Carolina and National Mutual 
Agents Associations, was on hand to 
accept his plaque. Fred Reuning of 
Bristol, past president of the Mutual 
Agents Group, accepted on behalf of 
the Bristol Fire Department. 

The Culpeper Junior Chamber of 
Commerce took first place in the organi- 
zation class in the field of accident pre- 
vention and its award was accepted by 
Edwin G. Adair, Jr., fire and accident 
prevention committee chairman for the 
Virginia-D. C. Association, and local 
agent of Culpeper, Va. 

Runner-up included the Montgomery 
County Safety Council of Pennsylvania 
(Waynesboro, Pa.), second place in the 
accident prevention field. This entry 
was sponsored by Thomas J. Andress. 
Second place in the fire prevention field 
was Chillum Adelphi Volunteer Fire 
Department of Adelphi, Md., also spon- 
sored by Mr. Andress; third place in 
the fire prevention field was Cumberland 
Valley Volunteer Firemen’s Association 
of Waynesboro, Pa., whose award was 
received by Raymond T. Kimble, Sr., of 
Hagerstown, Md. 
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Airport Fire Crash Safeguards 
Seriously Inadequate NFPA States 


Protection Cost Low Relatively 


The NFPA estimates C 
approximately $150,000 for most of these 
major airports to each equip themselves 


Lives of thousands of air travelers, 
and four billion dollars worth of new 
commercial aircraft, are imperiled by in- 
adequate fire crash safeguards at U. S. 
airports, it is charged. The National Fire 
Protection Association’s committee on 
aircraft rescue and fire fighting, in a 
statement, describes the situation as “an 
urgency unpararalled in the history of 
air transportation. 

“A Jarge proportion of all iat eel 
lave 


ports,” says the committee, “now 
inadequate fire fighting facilities. They 
are seriously short of the needs for 


present day as well as future aircraft, 
not to mention the expected increase in 
air traffic. Failure to spend less than one 
per cent” of the four billion dollars to be 
invested in new aircraft is responsible 
for this dangerous condition, the NFPA 
group contends. 

Severe Economic Penalties Possible 

It estimates that in the 1958-1963 
period, over 1,000 long-range piston en- 
gine, turboprop and jet transports will 
be delivered to airlines, at a cost of 
approximately four billion dollars, The 
committee urgently called for united 
action by airline and airport officials, 
government bodies, the fire service and 
aviation insurers to remedy the situation. 

Failure to provide this protection, it 
said, “could result in severe economic 
penalties which would affect the entire 
air transport industry,” besides the life 
safety considerations which are obviously 
paramount. 

The committee indicated there has 
been gradual improvement since specific 
recommendations for aircraft rescue and 
fire fighting services for airports were 
issued in 1951 by the NFPA. 

But in the immediate future about 100 
civil airports will be serviced by the 
larger types of new aircraft. “With the 
increase in passenger travel, the larger 
capacity of the new aircraft and the 
heavier density of air traffic, an urgency 
exists which 1s unparalleled in the his- 
tory of air transportation.” 





Holm Vice President of 
Thomas Bros. Maps 


Frank Holm, former advertising man- 
ager for Fireman’s Fund Insurance Co., 
has been elected vice president and a 
member of the board of directors of 
Thomas Bros. Maps, pioneer Pacific 
Coast map publishers. This action was 
taken at a shareholders meeting in Oak- 
land, Cal., and the transfer of the busi- 
ness from a proprietorship to a corpo- 
ration became effective October 31. Es- 
tablished in 1915 by George Coupland 
Thomas, the company has offices in San 
Francisco, Oakland and Los Angeles. 

Upon resigning from Fireman’s Fund 
in 1948, Mr. Holm became engaged i 
the printing business in San Francisco 
where he continued to serve insurance 
interests. Seven years later, he was a 
member of the Freedom Insurance Co.’s 
organizational staff. There he set up 
forms control and design. 

In 1956 he became associated with 
the Thomas Bros. organization and was 
appointed manager of it’s Los Angeles 
division. Since then, he has directed the 
company’s sales and production opera- 
tions in Southern California, and will 
remain in that area for the immediate 
future. 

Frank Holm is a member of Fire 
Underwriters Forum, San _ Francisco 
Pond, Honorable Order of Blue Goose, 
San Francisco Advertising Club, Rox- 
burghe Club, Order of E. Clampus Vitus, 
Yerba Buena Chapter. 





it would cost 


in line with the organization’s safety 
recommendations. “This calls for an ex- 
penditure of approximately $15,000,000— 
a large sum of money, but it pales con- 
siderably against the magnitude of the 
airlines’ four billion dollar investment 
in new aircraft. 

“Until the day when airline operators 
and aeronautical engineers lick the cré ish 
fire problem by improvement in_air- 
craft design, the need for this protection 
cannot be denied.” 


The NFPA committee stated that 
“some aviation officials reportedly have 
said that for U. S. airports to meet 


NFPA recommendations would bankrupt 
85% of this nation’s airports.” How- 
ever, “the failure of civil airports to 
provide this portection could result in 
severe economic penalties which would 
affect the entire air transport industry.” 


Division of Responsibility 


Division of responsibility is the pri- 
mary reason for the unsatisfactorv con- 
ditions that now exist in the U. S., the 
committee noted. “Rescue and _fire- 
fighting services must be sponsored by 
airport authorities whether they repre- 
sent municipal, state, Federal or private 
enterprise. But it is perfectly obvious 
that in the main this protection is de- 
signed to protect the aircraft operator— 
and this conflict of interest versus in- 
vestment stymies realization of the 
services.” 

Other complications arise from the fact 
that some airports are joint- usage han- 
dling both military and commercial air- 
craft operations. In these situations, 
sometimes the military and sometimes 
the local airport authority carries the 
burden of protection. 

“The aircraft insurance situation does 
not he!p the picture either. In most 
fire problems insurance companies’ inter- 
est in keeping losses down is of major 
assistance. In the aircraft field, how- 
ever, insurance is normally carried under 


Issues USO Appeal to 


New York Insurance Men 


CHISHOLM 


ALFRED T. 


Alfred T. Chisholm, United States 
manager of Pearl Assurance, has issued 
a statement urging New York insurance 
men to support the USO. 

“There are 2,500,000 youngsters in the 
service today, more than half of whom 
are stationed outside of the United 
States,” Mr. Chisholm declared. “USO 
serves the men of 468 military bases, 
many of which are small outposts in 
Alaska, Greenland, the Pacific Islands 
and the Far East where USO provides 
the only wholesome recreation.” 

Mr. Chisholm is chairman of the Fire, 


Marine and Casualty Division of USO 
Fund of New York, which seeks to raise 
$1,600,000 in New York City this year. 


He emphasized that USO is supported 
entirely by voluntary contributions. 





policies on the aircraft itself 
wholesale self-insurance 


“all risk” 


and there are 

and reinsurance practices within the 
aviation industry. Both factors reduce 
and dilute the attention given to fire 


safety.” 

3ut all segments of the air transport 
industry must join in the effort to see 
that airports have essential rescue and 
fire-fighting equipment, the NFPA com- 
stake is the fire 


mittee urged, “At 
safety record which air tr insportation 
has achieved in recent years. 
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PHOENIX, CONN., PROMOTIONS 





Lusk and Howe Executive Superintend- 
ents; Stewart, Supt., Bergeron Asst. 
Supt, Inland Marine Dept. 

Promotion of George L. Lusk, Jr., and 


John W. Howe to executive superintend- 
ent, Richard S. Stewart to superintend- 
ent and Robert B. Bergeron to assist- 


tant superintendent of the inland ma- 


rine department is announced by_ the 
Phoenix of Hartford Insurance Com- 
panies. 

Mr. Lusk, a native of New Britain, 


Conn., joined the company in 1937, He 
was employed in the home office fire 
underwriting department and as fieldman 
in Philadelphia until 1947 when he was 
called back to Hartford as superintend- 
ent, inland marine. 

Mr. Howe was made superintendent 
in Chicago in 1950 and was recalled to 
the home office as superintendent, in- 
land marine, in 1954. He is a graduate 
of Wesleyan 1936, and the Insurance In- 
stitute of America. He is a director of 
the Glastonbury Bank & Trust Co. 

Mr. Stewart, a graduate of Williams 
College, was employed by the Phoenix 
in 1946. He was made assistant super- 
intendent in 1956. 

Mr. Bergeron joined the company in 
1950 and was promoted to examiner in 
1955. He is a graduate of the Univer- 
sity of Connecticut. 


1958 Best’s Digest of 


Insurance Stocks Issued 

The 28th annual edition of Best's 
Digest of Insurance Stocks has just been 
published. It provides necessary and 
accurate information in an investment 
field of interest to those seeking both 
stable income and long term growth 
potential. Mergers and multiple-line ex- 
pansions, reflecting the philosophy 0o! 
broad diversification sweeping the insur- 
ance field, make this authoritative analy- 
sis of insurance stocks a prime tool o! 
the alert investor. 

The 1958 Digest is again substantially 
increased in content and now offers de- 
tailed exhibits of the shares of 75 fire- 
marine and casualty-surety companies, 
34 life insurance companies, and several 
holding corporations, all carefully se 
lected to include all those in which in- 
surance stock investors are most likely 
to be interested. 

The current Digest costs $15 and may 
be ordered from the New York office 0 
Alfred M. Best Company, Inc., 75 Fultot 
Street, New York 38, N. Y, or from 
branch offices in Boston, Chattanooga, 
Chicago, Cincinnati, Dallas, Los Angeles 
or Richmond, 


WYCKOFF ATLANTIC SPECIAL 

Garrett H. Wyckoff has joined the 
staff of the Columbus, Ohio, office of 
the Atlantic Companies (Atlantic Mutual 
and Centennial) as special agent, accor 
ing to an’ announcement by Robert 
Perce, vice president of the Midwest 
division. Mr. Wyckoff has been locate 
in the Midwest area for several yeats 
as a special agent for another compall: 
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Casualty Actuaries 
To Meet Nov. 13-14 


SPEAKING PROGRAM READY 


Theme of Annual Meeting in Hartford 
Will Be a “Current Look at Elec- 


tronic Equipment” 





The 44th annual meeting of Casualty 
Actuarial Society will be held Novem- 
ber 13-14 at the Statler Hilton Hotel, 
Hartford, Conn., it is announced by A. Z. 
Skelding, secretary-treasurer of the so- 
ciety. 

Featured at this gathering will be a 
“Current Look at Electronic Equip- 
ment,” and a panel discussion on this 
subject is scheduled for the afternoon of 
November 13. Under the leadership of 
Harold E. Curry, vice president, State 
Farm Mutual, who is chairman of the 
Society’s research committee, several 
speakers will discuss development, limi- 
tations and weaknesses of different types 
of electronic equipment as_ disclosed 
through actual experience. 

To date the speakers on this panel 
will be C. A. Marquardt, vice president- 
planning and research, State Farm Mu- 
tual, who will talk about the areas of 
usefulness found so far for IBM 650’s 
and kindred equipment; James P. Hurst, 
assistant secretary, electronics division, 
The Travelers, who will discuss the 
Bismac, why it was adopted and the 
extent of the contemplated use of this 
equipment, and Claude Williams, director 
of planning and programming of SPAN, 
the Hartford project. Mr. Williams will 
tell about SPAN’s installation and the 
benefits and disadvantages of this co- 
operative effort. 

The following morning (November 14) 
the program will include the secretary- 
treasurer’s report, admission of new fel- 
lows and associates, election of officers 
and three members of the Council, the 
presidential address of Dudley M. Pruitt, 
who is assistant general manager and ac- 
tuary of the General Accident, and dis- 
cussion of previous papers and reading 
of new papers. 

Following luncheon the afternoon will 
be devoted to a panel discussion, ar- 
ranged by a group of the newer and 
younger Fellows of the Society. They 
will talk about any and every problem 
which they feel will be of general in- 
terest. Participation from the floor will 
be encouraged. 





R. B. Jarman to Phila. as 
Excess-Surplus Lines Mgr. 


R. Brian Jarman has been transferred 
by Continental Casualty from the home 
office where he was an underwriter to 
the Philadelphia branch office as excess 
and surplus lines manager. He is a native 
of London, England. 

Before joining the company in 1954 he 
spent four years in London as a Lloyd’s 
broker with Messrs. Alex. Howden & 
Co., Ltd. His first two years with Con- 
tinental were in its reinsurance division. 

An increasing demand for products of 
the excess and surplus lines division 
Was cited as a reason for Mr, Jarman’s 
Promotion. Continental reports that this 
epartment has tripled in size in its 
rst four years. Mr. Jarman’s famili- 
arity with this market as well as his 
ackground in reinsurance will be help- 
ul to him in this new post. He is the 
author of “Errors and Omissions Insur- 
ance for the Professional Man.” 





OPENS LOUISVILLE OFFICE 

Standard Accident of Detroit has 
gpened a new office at Louisville. Wil- 
lam A, Thayer, recently appointed field 
representative at the company’s Cincin- 
Nati branch office, will be in charge. 









CONCERN ON SELF-INSURANCE 





NAIA Pres. Archie Slawsby’s Letter to 
Asst. Secretary of Defense Urges 
Govt. Industry Talks 


Concern over the new self-insurance 
program of the Department of Defense 
was expressed last week by Archie M. 
Slawsby of Nashua, N.H., president of 


the National Association of Insurance 
Agents. In a letter to Charles C. Finu- 
cane, Assistant Secretary of Defense, Mr. 
Slawsby expressed his concern and sug- 
gested that in the future the best inter- 
ests of all concerned would be served if 
the Department of Defense, when it has 
insurance problems, will sit down with 
representatives of the insurance indus- 
try at a conference and discuss the mat- 
ter. 

Complete text of the letter follows: 
“Past President Louie E. Woodbury of 
the National Association of Insurance 
Agents has sent to me a copy of. your 
letter of October 8 to him with en- 
closures of your letter to Dewey Dorsett, 
general manager, Association of Casualty 
and Surety Cos. and the transcript of the 
conference which representatives of the 
insurance industry had with some of 
your subordinates. 

“I very earnestly reiterate Past Pres- 
ident Woodbury’s expression of views in 
his October 16 letter to you made in 
behalf of this National Association with 
its over 33,000 member agencies repre- 
senting approximately 175,000 small busi- 
nessmen. We are gravely concerned over 
the new self-insurance program in the 
Department of Defense in public liability 
risks on the Army and Air Force ex- 
changes and clubs operated with non- 
appropriated funds. We are gravely con- 
cerned too over the philosophy of your 
agency which brought this program into 
being. 

“T recognize the possibility that from 
time to time problems may arise con- 
nected with the various insurance cover- 
ages required in the operation of the De- 
partment of Defense. As expressed by 
Mr. Woodbury, I too sincerely believe 
that in the future the best interests of 
all concerned would be served if the 
Department of Defense, when it has in- 
surance problems, will sit down with 
representatives of the insurance industry 
at a conference and discuss the matter. 

“It is my _ sincere belief too that 
through a conference procedure we in 
the insurance industry can be of major 
help to you in assisting in working out 
satisfactorily problems developing in the 
Department of Defense from time to 
time in the matter of insurance cover- 
ages. 

“To the satisfactory solution of prob- 
lems to the best interest of the public, 





AMA To Conduct December Seminar 


On “Captive Insurance Companies” 


E. Garrett Bewkes, Jr., insurance divi- 
sion manager of American Management 
Association, has completed arrangements 
to hold an orientation seminar on “Cap- 
tive Insurance Companies” December 
10-12 at Hotel Astor, New York. This 
seminar is in response to the request 
to AMA of many corporate executives 
during the past year for more informa- 
tion about captive insurance companies. 
“They want to know the advantages and 
disadvantages . . . the methods and pro- 
cedures for establishing a stock, mutual 
or reciprocal company to handle risks,” 
said Mr. Bewkes. 

At this seminar a group of experts in 
the self-insurance area will discuss fully 
and candidly all phases of the captive 
insurance company. Chairman of the 
sessions will be A. Grant Whitney, ex- 
ecutive vice president, Belk Stores In- 
surance Reciprocal, and general manager 
of Belk Stores Insurance Department, 
Charlotte, N. C. Co-chairman will be 
John R. Blades, partner in Blades & 
Macauley, Newark, N. J. Participants in 
the seminar include Kenneth C. Hall, 
casualty insurance consultant of General 
Electric Co, New York City; B. H. 
Francis, insurance manager, Olin Ma- 
thieson Chemical Corp., New Haven; 
Richard Fondiller, consulting actuary, 
New York; E. Randolph Dale, tax part- 
ner, Chapman, Walsh & O’Connell, New 
York; Alex Mackerell of Booth, Potter, 
Seal & Co., Philadelphia, and James M. 
Ryan, insurance manager of National 
Dairy Products Corp., and president, 
Ideal Mutual Insurance Co., New York. 

Topics for discussion will include: 
(1) motives for forming a captive insur- 


ance company; (2) selecting the form 
of company; tax status and problems of 
each; (3) statutory provisions relating 
to organizing, licensing and operating 
insurance companies, and (4) operational 
problems. 

Mr. Bewkes reports that the interest 
in attending this seminar is so keen that 
it is practically a sell-out. 

Two Other Workshop Seminars 

Also scheduled by American Manage- 
ment Association for December and 
January are two other workshop sem- 
inars as follows: 

“Developing Proper General Insurance 
Coverage”—December 15-17—Hotel As- 
tor. At this meeting the different types 
of fire and casualty coverages, including 
excess and umbrella, will be reviewed. 
Its chairman will be John P. Olsen, 
insurance manager, Port of New York 
Authority, and co-chairman, G. E. Mor- 
tensen, insurance manager, Kimberly- 
Clark Corp., Neenah, Wis. 

“Insuring Foreign Operations” will be 
featured at AMA’s seminar January 21- 
23, 1959, also at Hotel Astor, at which 
corporate insurance managers will be 
shown how to avoid pitfalls in protect- 
ing corporate assets abroad. In addition, 
cases of successful company experience 
in foreign lands will be presented. Chair- 
man of this seminar will be Edward W. 
Lewis, insurance manager, Vick Chem- 
ical Co., New York, with Harrington 
Putnam, vice president, American For- 
eign Insurance Association, as co-chair- 
man, and Donald H. Gleason, assistant 
comptroller, Corn Products Refining Co., 
New York, as guest tax discussion par- 
ticipant. 





Texas Board Calls for 0.2% 
Overall Cut in Comp. Rates 


An over-all reduction of 0.2% in the 
schedule of Texas workmen’s compen- 
sation rates, to become effective Decem- 
ber 1, was indicated in the new scale 
submitted by the staff of the State Board 
of Insurance at a recent public hearing 
in Austin. 

The proposed changes for the four 
main industry groups are: Manufactur- 
ing, minus 0.8%; contracting, minus 1%; 
oil, minus 2.2%, and all others, plus 
2.5%. The exhibit was presented by 
Angus McDonald, chief of the rate- 
policy division. 

The hearing also was featured by 
formal presentation of a proposal of the 
Workmen’s Compensation Assigned Risk 
Pool, which asked for a blanket sur- 





the Federal Government, and the insur- 
ance industry, I offer to you the good 
offices of the National Association of 
Insurance Agents.” 
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charge of 8% on its risks since relief 
is needed because of continually in- 
creasing assessments. 

Principal spokesmen at the hearing 
were Robert D. Heitzmann, assistant 
general manager, National Council on 
Compensation Insurance; G. W. Great- 
house, vice president, Texas Employers 
Insurance Association; L. W. Gray, 
Texas Manufacturers Association, and 
Joseph M. Shelton, American Associa- 
tion of Oil Wel! Drilling Contractors. 

Concurrently the Texas Manufacturers 
Association submitted a special report to 
the Commission on Industrial and Occu- 
pational Safety on plans for the state 
to employ safety engineers to study 
those businesses suffering heavy losses. 
It was pointed out that the manufac- 
turers “are concerned because our work- 
men’s compensation manual rates are 
among the highest in the nation while 
the Texas benefit maximum is among 
the lowest in the Nation.” Under pres- 
ent plans the commission is to submit a 
report to the next Legislature without 
recommendation. 





W. Bernhard, W. Buckman 
Elected Members of NICB 


William Bernhard, deputy general at- 
torney, General Accident, has been re- 
elected to membership on the National 
Industrial Conference Board. 

William B. Buckman, research depart- 
ment manager of the Association of 
Casualty & Surety Companies, also was 
unanimously elected. Messrs..Bernhard 
and Buckman were elected to the Board’s 
governing body as representatives of 
the Association and will serve for one 
year. 

The Board, founded in 1916, is the 
nation’s oldest research and educational 
institution for cooperative study of the 
economic and administrative problems of 
American business by economists and 
businessmen. 
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Old Mother Hubbard went to the cupboard 
To get her poor daughter a dress, 
But when she got there, the cupboard was bare, 


And so was her daughter, Bess! 


She couldn't feel gay, no insurance had they, 
"It's my fault," she told her neighbors, 

But they made her see that G.F. & C. 

Would protect ‘gainst other invaders. 


Now the moral is clear, for agents to hear: 
Cover clients today, not tomorrow! 
Don't let them be cross with an uninsured loss; 


If you do, they'll have grief, you'll have sorrow. 


GENERAL FIRE AND CASUALTY COMPANY 


(A Non-participating Stock Company ) 
Home Office: 1790 Broadway, New York 19, N. Y. 
Chicago Newark Minneapolis 
Pittsburgh Philadelphia 


Insurance written through agents and brokers only 





Donovan Receives General Brokers’ 


Gold Medal at 33rd Annual Dinner 


Prominent Attorney 


Honored for 


His 


Achievements; 


Supt. Wikler Speaks on New Indemnification Corp.; 
President Olshen Calls for Auto Problem Solution 


More than 400 members of the Gen- 
eral Insurance Brokers Association and 
leading personalities in the insurance 
industry were present at the 33rd annual 
dinner of the association October 29 in 
the Sert Room of the Waldorf-Astoria 





JAMES B. DONOVAN 


when James B. Donovan, prominent New 


York attorney, member of Watters and 
Donovan, and general counsel of the 
National Bureau of Casualty Under- 
writers, received the Gold Medal Award 
from President Henry B. Olshen. Mr. 
Donovan modestly thanked the associa- 
tion for this presentation, based on his 
many accomplishments during his ca- 
reer; but made no comments otherwise. 
J. Dewey Dorsett, general manager, As- 
sociation of Casualty and Surety Com- 
panies, served as toastmaster. 

Insurance Superintendent Julius S. 
Wikler was the principal speaker of the 
evening. President Olshen criticized 
what he termed “our deplorable auto- 
mobile situation” and called for a leader 
“who will bring into being the ma- 
chinery to end the fruitless hunt for a 
panacea and replace it with a logical, 
concrete and workable program which 
will permit the stock agency system to 
secure its foundation and continue to 
build as done in the past.” 


Loss of “Preferred” Business 


Mr. Olshen stated that the “loss of 
‘preferred’ automobile business to the 
direct writers cannot be ascribed wholly 
to price differences. Far too many lines 
have been lost because of the practice 
some companies have engaged in of can- 
celling entire accounts of their producers 
without regard as to whether the risks 
have been ‘preferred’ or otherwise. You 
know the professed reasons for this type 
of action: total volume of business is too 
small; there is too much automobile in 
the accounts, or, our company is seeking 
to reduce its automobile volume. All of 
these may be valid reasons, but it seems 
to me that they defeat their purpose 
when applied without regard to the indi- 
vidual risks. 

“Many preferred lines gravitate to the 
direct writers because once having been 
cancelled by a stock agency company, 
other such companies are wary of them. 
On the other hand, many ‘preferred’ 
risks, attempting to return to the stock 





agency fold from the direct writers be- 
cause they desire brokerage representa- 
tion and service, have found the door 
shut to them. Is it perhaps out of pique 
for their having strayed, or is it because 
of excess wariness on the part of our 
own underwriters?” Mr. Olshen asked. 
“It is my belief that a number of our 
top echelon executives fail to realize 
that orders handed down through chan- 
nels for tightening underwriting prac- 
tices are often misinterpreted on the fir- 
ing line of daily operation. The result 
has been, as many brokers will attest, 
that underwriters reject risks which have 
been accident free for many years on a 
variety of pretexts. Other ‘preferred’ 
risks are rejected by our underwriters 


HENRY B. OLSHEN 


because the drivers, even though they 
have had outstanding records, are getting 
a bit on in age—reaching into their late 
fifties and early sixties. 


Too Much Going to Direct Writers 


“During the past two years several 
companies have closed out, in their en- 
tirety, general agencies with millions 
of dollars of premiums on the books. 
Some of this business has been re- 
shuffled into other stock companies and 
some into the Assigned Risk Plan, but 
there is little doubt that a large volume 
of good business has gone over to the 
direct writers,” President Olshen con- 
tinued. 

“Here in New York City, we know that 
the Assigned Risk Plan has been doing 
a thriving business. It is reported that 
on a state-wide basis, the plan holds 
some 10% of all the premiums for auto- 
mobile and that it writes more than All- 
state. This is symptomatic of the dis- 
ease afflicting the business. It is a clear 
indication, also, that the direct writers 
are turning away lots of business. 

“True, most of the business they turn 
down is the so-called non-preferre¢ 
risks. They are doing it without fe 
gard to the individual and, as a matter 
of fact, it has been said that they are S0 
selective in New York City that they 
will not even consider some classes 0! 
risk. : 

“Perhaps it is about time to inquire 
as. to the right of these companies, 
licensed to do business in this state, t? 
restrict their underwriting within any 
class. Should the law permit this suet 
selectiveness? To what extent should 4 
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selective underwriter be permitted to 
restrict its writings? Isn’t there an 
element of discrimination inherent in 
this type of practice? 

“It may be argued that the state can- 
not dictate to a company what it should 
or should not write, but that, it seems 
to me, relates only to the individual 
risks. The practice of super selectivity 
by classification demands closer scrutiny 
than we have given it,’ Mr. Olshen 
declared. 

“The solution to our problem is sim- 
ple. Far too many experts seem to be 
looking for a cure-all—a one shot solu- 
tion like reduced commissions, or the 
installation of continuous policies, or the 
grouping together of an_ all-inclusive 
package policy. My regret is that the 
industry is running away from its prob- 
lems. The industry is failing to recog- 
nize fully the tremendous interplay of 
trends. It is heedless of the fact that it 
is being torn apart piecemeal. 

“To my knowledge there does not exist 
a working committee with appropriate 
subcommittees in the entire stock com- 
pany - agency -system researching the 
over-all problem and seeking broad solu- 
tions. The regional company organiza- 
tions are devoting most of their time 
to package coverage but until we estab- 
lish some semblance of order on the 
basic foundation coverages, the packages 
will only lead us into deeper trouble. 


Wikler on Indemnification Corp. 


“There should be an immediate move 
to establish some kind of permanent 
‘watch-dog’ group within the industry 
recruited from executive, technician and 
producer ranks to do nothing but ob- 
serve trends, uncover possible sources 
of trouble, weigh solutions, act as a 
forum for suggestions and report its 
findings like scientific bodies which have 
done so much to advance the horizons 
of medicine, astronomy and_ nuclear 
power.” 

Superintendent Wikler, who discussed 
the new Motor Vehicle Accident Indem- 
nification Corp., declared that it is not 
a simple statute, but the New York 
Department believes it to be a workable 
one. He explained that the program is 
heavily imbued with the public interest, 
and for this important reason he urged 
agents and brokers to do their part in 
making possible the smooth and efficient 
operation of this new protection against 
the uninsured motorist, and in giving 
the public a proper understanding of its 
benefits to them. 

_The Superintendent further said that 
State supervisory authorities throughout 
the nation, who are faced with the same 
problem as New York State of providing 
indemnity against uninsured motorists, 
are scrutinizing our progress with con- 
siderable interest.” 

In opening his address Mr. Wikler 
gave background information on the 
steps which led to the passage of the 
Motor Vehicle Accident Indemnification 
Corp. Governor Harriman, appalled by 
the terrible toll of injury, death and 
destruction wrought by motor vehicle 
accidents, directed the Superintendent 
to explore the problem and to report 
his findings and recommendations at the 
earliest possible date. It was in 1956, 
he said, that the then Superintendent 


after careful appraisal of alternative 
solutions, recommended enactment of 
NVAIC. 


It was made clear to the legislature 
at the time that the Department did not 
regard this voluntary plan of protection 
as a complete and permanent solution 
to the problem of the financially irre- 
sponsible motorist nor was it ever so 
intended.” The bill introduced in 1956— 
an administration-sponsored measure— 
Was never reported out of committee 
In either house. But finally after three 
years of intense effort, Mr. Wikler said, 
Success finally crowned our efforts and 
the NVAIC bill (Steingut) passed in the 
final days of the 1958 legislature.” 

The Superintendent then listed the 
Seven principal features of the new law. 
t provides protection to the victims of 
1) uninsured out-of-state vehicles; (2) 
Unidentified hit-and-run drivers; (3) cars 
Tegistered in New York State for which 
there was not in effect a policy of lia- 
bility insurance at the time of the acci- 


dent; (4) stolen cars; (5) cars operated 
without the consent of the owner; (6) 
insured cars where the insurance com- 
pany disclaims liability or denies cover- 
age, and (7) unregistered motor vehicles. 

He made clear that the NVAIC law 
does not sweep aside the customary law 
of negligence. “The corporation is liable 
only for legally enforceable claims,” Mr. 
Wikler explained; “arising out of acci- 
dents not covered by liability insurance.” 
He noted that the maximum that may 
be recovered by one individual from the 
NVAIC under the law is $10,000, exclu- 
sive of interest and costs, for damages 
arising out of bodily injury or death in 
any one accident. For two or more per- 
sons injured or killed the recoverable 
amount is $20,000. Property damage is 
not covered. 

Among other things explained by the 
Superintendent were the settlement pro- 
cedure, subrogation and impoundment. 
As to the latter he made clear that if 
a motorist has been involved in a car 
accident and fails to produce satisfactory 
evidence of financial security within 48 
hours after the accident, his vehicle is 
subject to impoundment by the police or 
the Motor Vehicle Commissioner. The 
car will remain impounded until he fur- 
nishes such security or until there has 
been final disposition of the claim,” the 
Superintendent said. 





Committee Chairmen 
Russell Wittpenn was general chair- 
man of the efficient dinner committee. 
Joseph F, Conroy was associate chairman 
with Nathan Greenbaum honorary chair- 
man. J. Victor Herd, president of Amer- 
ica Fore Loyalty Group, headed the 
Gold Medal Award advisory committee, 
with Charles M. Dorfman head of the 
journal committee, and Leonard Jacobs 
chairman of seating committee. Other 
committee chairmen were Mr. Green- 
baum, invitations; Martin D. Cowan, 
publicity; C. W. Haarmann, Jr., recep- 
tion, and Fay W. Sterenbuch, ladies. 
Two prominent guests were former 
Insurance Superintendents Albert Con- 
way, now chief judge of the New York 
Court of Appeals, and George S. Van 
Schaick, now on board of Security Mu- 
tual Life of Binghamton, N. Y. 
Guests on Dais 
Others on the dais were Alfred J. 
3ohlinger, former Superintendent of In- 
surance, New York State; Mary Donlon, 
Judge, United States Customs Court; 
Samuel R. Feller, former Deputy Su- 
perintendent and recipient of 1939 Gold 
Medal Award; Jack A. Fink, past pres- 
ident, General Brokers’ Association and 
chairman, executive committee. 
Also William C. Gould, chief clerk of 
propertv bureau, Insurance Department; 
Max Klotz, chairman, Broker Associa- 





tion’s Joint Council; Arthur F. Lamanda, 
Deputy Superintendent of Insurance; 
William Leslie, former general manager, 
National Bureau of Casualty Under- 
writers; recipient 1947 Gold Medal 
Award; William Leslie, Jr., general man- 
ager, National Bureau; William E. Mc- 
Kell, president, American Surety, recipi- 
ent of 1951 Gold Medal Award; Aloysius 
J. Maickel, Deputy Superintendent of In- 
surance. 

Also Robert J. Malang, Deputy Super- 
intendent of Insurance; Elting C. Niver, 
executive vice president, New York 
Board of Fire Underwriters; Samuel 
Oberman, past president, General Bro- 


kers’ Association; Angela, R. Parisi, 
chairman, Workmen’s Compensation 
Board, New York State; Milton 


Shalleck, Special Deputy Superintendent 
of Insurance; Paul Simon, past presi- 
dent, General Brokers’ Association; 
George F. Sullivan, past president, Gen- 
eral Brokers’ Association. 





JONES ROYAL STATE AGENT 


The Royal-Globe Insurance Group an- 
nounces appointment of O. Robert Jones 
as state agent in Wichita, Kans. He 
has been a special representative in 
Cedar Rapids, Iowa and Omaha, Neb. 
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To the many brokers who have recently earned 


the C.P.C.U. designation, Prudential sends its 
compliments and best wishes. The high profes- 
sional standards symbolized by the Chartered 


Property and Casualty Underwriters reflect credit 
on the entire insurance industry. 


LIFE INSURANCE * ANNUITIES * SICKNESS AND ACCIDENT PROTECTION * GROUP INSURANCE * GROUP PENSIONS 
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Capital Stock Casualty Cos. Well 
Represented at Nat’l Safety Congress 


Capital stock casualty insurance rep- 
resentatives made a major contribution 
to the largest annual safety meeting 
in the world, the 46th National Safety 
Congress held in Chicago October 20 
through 24. 

More than 12,000 persons attended 
meetings held by the 34 sections rep- 
resenting the National Safety Council’s 
major conferences on farm, home, in- 
dustrial, labor, school and college and 
trafic and transportation safety, on 
local safety organizations and public 
information and on women’s safety 
activities. Delegates also attended sev- 
eral meetings held by other organiza- 
tions working in the accident preven- 
tion field. 

Elected as president of the American 
Society of Safety Engineers was Don- 
ald G. Vaughan, secretary of the safety 
engineering department, Aetna Casu- 
alty & Surety. Mr. Vaughan, a director 
of the National Safety Coucil, arranged 
a series of meetings covering the basic 
material essential to the development 
of an effective safety program and ad- 
dressed a joint session of the Industrial 
Conference and A.S.S.E. 

W. C. Barber, senior safety engineer 
of the Standard Accident, served as gen- 
eral chairman of the automotive and 
machine shop section and spoke before 
a joint meeting of that section and the 
power press and forging section. 

William E. Gruber, an engineering 
department manager of Standard Ac- 
cident, presided at an American Society 


of Safety Engineers session on “Ef- 
fectively Continuing a Safety Pro- 
gram”; Wade Amos, supervising 


safety engineer of Aetna Casualty & 
Surety in Louisville, Ky., took part in 
a food and beverage section symposium, 
and C. F. Scheer, public relations di- 
rector of Zurich-American Companies, 
discussed use of slidefilm at a session 
of the pulp and paper section. 
Sponsored Driver Education Breakfast 
The Association of Casualty & Surety 
Companies sponsored the 16th annual 


driver education Breakfast, which fea- 
tured a panel discussion of the problems 
faced by large cities in providing high 
school driver training; also the 10th 
anniversary luncheon of the driver edu- 
cation section. Thomas A. Seals, edu- 
cational consultant of the association’s 
accident prevention department, served 
as secretary of the driver education sec- 
tion. He also spoke on “The Need for 
Expanding the Objectives of High 
School Driver Education.” 

Several committee assignments were 
filled by Paul Blaisdell, traffic safety 
director, and Robert Hagopian, as- 
sistant manager of the association’s 
accident prevention department. As ex- 
ecutive secretary of the Association of 
State and Provincial Safety ‘Coordin- 
ators, Mr. Blaisdell participated in the 
annual meeting of that group and re- 
viewed results of the 1958 “Slow Down 
and Live” campaign. Also taking part 
in the Coordinators’ meeting was 
Emerson H. Westwick, midwest field 
representative of the association’s ac- 
cident prevention department. 

Walter A. Cutter, Herbert J. Stack 
and Leon Brody of New York Uni- 
versity’s Center for Safety Education 
participated in various sessions of the 
Congress. The basic program of the 
Center for Safety Education is made 
possible by an annual grant from the 
Association of Casualty & Surety Com- 
panies. 

Contributions to the Congress also 
were made by J. Doyle DeWitt, presi- 
dent of The Travelers Insurance Com- 
panies, who is a trustee of the National 
Safety Council. Also Wallace Falvey, 
president of Massachusetts Bonding & 
Insurance Co., and Thomas N. Boate, 
manager of the association’s accident 
prevention department, both of whom 
are members of the Council’s board of 
directors. In addition to those taking 
part in the program, many more capital 


stock insurance company representa- 
tives attended the Congress as dele- 
gates. 





Aetna C. & S. New Manual 
On Industrial Medicine 


A comprehensive industrial medical 
and occupational health manual has been 
prepared by the Aetna Casualty & Sure- 
ty as a guide for its industrial policy- 
holders. 

The 42-page, illustrated booklet, avail- 


able to policyholders through Aetna Cas- 
ualty field claim offices, is designed pri- 
marily for new policyholders and for 
those who are establishing new in-plant 
medical services or planning to improve 
existing medical programs. 

Created by the company’s industrial 
medical and rehabilitation division, the 
manual outlines standard requirements 
for such programs and describes methods 
for preventing injury and disease and 
promoting better employe health. 

Chapters are devoted to plant medical 
facilities, equipment and supplies, duties 
of industrial physicians and nurses, out- 
side medical aid, first aid, medical sup- 


plies, treatment under workmen’s com- 
pensation laws, safety and accident 
prevention and_ rehabilitation. Floor 


plans for various-sized medical depart- 
ments are included among the illustra- 
tions. 

The chapter on rehabilitation describes 
Aetna Casualty’s plan for returning in- 
jured employes to work. A pioneer in the 
field, having founded the first insurance- 
sponsored rehabilitation center at Syra- 
cuse, N. Y., in 1922, the company now 
conducts its program through more than 
200 rehabilitation centers throughout the 
country. Some 450 employes of policy- 
holders now are being treated at these 
centers. 


W ood Executive Director 
Of Western Information 


Following a meeting of executive 
committee of Western Insurance Infor- 
mation Service, Los Angeles, Cal., Presi- 
dent W. Russell Langtry has announced 
title of Albert H. Wood 
from manager and director of public 
relations to that of executive director. 
The title of Mrs. Peggy Sullivan, Mr. 
Wood's assistant, is also being changed 


to that of assistant to the executive 
director. 


a change in 
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Zurich-American’s New Ad Series 


Features Mr. Za and ““Insuremanship” 





Left to right—Neville Pilling, U. S. Manager, and C. F. Scheer, Public Relations 
Director, discuss Mr. Za with Carl J. Dueser, Account Executive of Proebsting, 
August and Harpham, Inc. 


The Zurich-American Insurance Com- 
panies are starting a new advertising 
campaign in insurance trade journals, 
built around the theme of “Insureman- 
ship,” a technique for making more 
sales with fewer calls. 

The central character in this series 
is Mr. Za, described as “tall, rather 
attractive, but not handsome. He has an 
indefinable continental air, yet he is 
unquestionably American. Mr. Za repre- 
sents assuredness, certainty, success. He 
is the direct-thinking, super-selling in- 
surance salesman every agent wants to 
be.” 


In the initial ads Mr. Za will offer a 
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free booklet on “Insuremanship,” out- 
lining the principles of intensive culti- 
vation of sales practiced by successful 
Zurich-American agents in an increas- 
ingly competitive market. 

As a part of the program, a new com- 
pany logotype has been developed, bodly 
emphasizing the ZA symbol. This logo- 
type will be used in all the companies’ 
advertising material. 

The campaign is being directed by a 
Chicago advertising agency, Proebsting, 
August & Harpham, Inc. 





American Casualty Add Six 
To Field Engineering Staff 


American Casualty of Reading, Pa. 
added six men to field engineering staffs 
during October. 

H. R. Reviere has been appointed in- 
spector-engineer for all lines in the 
southeastern department, Atlanta, Ga. 

Frederick R. Leverone has been named 
boiler and machinery engineer for the 
New England department, Boston. Ber- 
nard J. Geary will serve Ohio agents as 
boiler and machinery engineer with head- 
quarters in Cleveland. 

Also Forrest W. Barrett will handle 
boiler and machinery inspections im 
Michigan, working from the Detroit 
branch. Eugene V, Gendron has beet 
named boiler and machinery engineer 
in Minnesota and will be located_ at 
American Casualty’s Minneapolis office. 

Roy T. Keller joined the Philadelphia 
branch, and will specialize in elevator 
inspection work. 
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Burglary Manual Rules 
And Rates Revised 


ANNOUNCED BY NAT’L BUREAU 





Revision Also Made in Six Standard 

Policy Forms and the Special Cov- 

erage Policy 
manual rules and rates for 
burglary coverages were announced 
October 28 by the National Bureau of 
Casualty Underwriters on behalf of its 
members and subscriber companies. The 
changes are effective in all states and 
territories except that in Hawaii the 
effective date was November 1 and in 
Texas it will be November 26. 

Effective with the rule and_ rate 
changes are revisions of the policy forms 
for the following coverages: Mercantile 


Revised 








eR ILE 





Mutual Bureau Revision 


The Mutual Insurance Rating Bureau 
has also made effective revised manual 
rules and rates for burglary coverage, 
its changes being more or less in keep- 
ing with those made by the National 
Bureau for member and subscriber com- 
panies. However, the Mutual Bureau’s 
over-all rate changes are somewhat dif- 
ferent from those made by the National 
Bureau. Effective date of the revision 
on a countrywide basis is October 29 
except in Texas where the effective date 
will be November 20. 








seemed 


safe burglary, mercantile robbery, pay- 


master robbery, money and _ securities 
broad form, comprehensive 3-D and 
blanket crime. There are also revisions 
in the special coverage policy and all 


coverage forms for use with the special 
coverage policy. 


Also effective with the policy revisions 


are amendatory endorsements for use 
with the following policies: Combination 
safe depository, broad form personal 
theft, personal theft, mercantile open 


stock, storekeepers burglary and robbery, 
office burglary and robbery and_ broad 
form storekeepers. 


Effect of Rate Changes 


Rate changes, which reflect recent ex- 
perience of the carriers, vary by state 
and territory. The average effect of the 
rate changes on the countrywide pre- 
mium volume for each of the affected 
coverages is as follows: 


Broad form personal theft (inside) 
—3.6%; broad form personal theft (out- 
side) 13.1% increase; broad form per- 


sonal theft (inside and outside) 1.4% in- 
crease; mercantile open stock 3.6% in- 
crease; mercantile robbery (inside) 
~70%; mercantile robbery (outside) 


—20.8% ; storekeepers burglary and rob- 
bery 5.5% increase; mercantile safe 
33% increase; money and securities 


broad form (inside) 5.8% increase, and 
M.&S. broad form (outside) —24.0%. 
The bureau points out that state terri- 
torial pages in the manual will now in- 
clude a listing of all alarm companies in- 
stalling local and central station burglar 
alarms in the state. Formerly this listing 
appeared in the applicable manual rules. 
Rules for writing the supplemental 
coverage policy have been amended so 
that this policy may be written for an 
insured eligible for one of the types 
of blanket bonds listed in the manual 
Whereas the former rule limited the eli- 
ibility to banks, trust companies and 
‘te deyosit companies. 


Coinsurance Limits Raised 50% 


With respect to the mercantile open 
‘tock section of the manual, the coinsur- 
I cia limits are increased 50% i in recogni- 
‘on of the inflationary factors that have 
een operating for the past two decades, 
‘ior to which period most coinsurance 
imits were established. 

Newly added to the mercantile open 
Stock section are classifications for “dis- 


count houses” and “electrical appliances, 
not otherwise classified.” 

Newly added to the mercantile safe 
burglary and mercantile robbery sections 
are classifications for “discount houses,” 
“laundries engaged solely in apron, coat 
or towel pickup and delivery service” 
and “small loan and finance companies.” 

The storekeepers burglary and robbery 
policy rate schedules have been revised 
by establishing rates for three separate 
classes of risks comparable to the rate 
schedules of the broad form storekeep- 
ers policy. 

The rate schedule and minimum pre- 
mium for the innkeepers liability policy 
have been revised to provide a more equi- 
table rating basis for motels and similar 
risks. Previously these risks were re- 
luctant to buy this form of insurance 
because of the high minimum premium 
requirements. 





SPONSORS ELECTION RETURNS 

The Hartford Fire Insurance Company 
Group, in cooperation with the National 
Broadcasting Company, sponsored a spe- 
cial program of election returns on Tues- 
day on WNBC-TV. Vice President 
Roland H. Lange, assistant to the presi- 
dent of Hartford Fire, said the public 
service broadcast carried local and state 
election news from throughout Connecti- 
cut and the nation. 


Chase M. Smith’s Shipboard Interview 


U. S. Delegate to 7th Hemispheric Insurance Conference at 
Caracas Stresses Desirability of Open and Competitive 
Insurance Market in Latin American Countries 


Among the insurance executives at- 
tending the Seventh Hemispheric In- 
surance Conference (starting this week) 
in Caracas, Venezuela, is Chase M. 
Smith, general counsel of the Kemper 
Insurance Companies. In addition to 
representing his own Group at the gath- 
ering, Mr. Smith is a U. S. delegate 
representing these industry organiza- 
tions: American Mutual Insurance 
Alliance, National Association of Auto- 
motive Mutual Insurance Companies, 
Federation of Mutual Fire Insurance 
Companies and National Association of 
Mutual Casualty Companies. 

Mr. Smith held a press conference on 
the S. S. Santa Paula last Friday (Oct. 
31) before sailing for Venezuela. It was 
arranged by William H. Heineke, vice 
president in charge of the eastern de- 
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AMERICA’S INFORMAL BUSINESS CAPITAL 

. this is the reputation earned by The Greenbrier 
through its many generations of serving the every need 
of the nation’s executives, business-wise as well as vaca- 
tion-wise. At The Greenbrier you'll find all you could 
wish for and more in modern group accommodations 
for as many as 1,000. For example, the newly con- 
structed, air-conditioned West Wing features an audi- 
torium with a 42 foot stage, the latest sound and pro- 
jection equipment, splendid banquet arrangements and 
a theatre with CinemaScope screen. In addition, The 
Greenbrier provides unsurpassed sport facilities, extraor- 
dinary service, wonderful dining and luxurious comfort. 


YOURS FREE 7he Greenbrier Convention Story 


Send today for your copy of this beautifully illustrated, 32-page brochure which 
gives you complete information on all the facilities of The Greenbrier. Write 
direct to Charles L. Norvell, Director of Sales. Information is also available at 
New York, 


The Greenbrier’s reservation offices at: 
MU 2-4300; Boston, 73 Tremont Street, 
LA 3-4497; Chicago, 77 West Washington 
Street, RA 6-0624; Washington, D.C., 
Investment Building, RE 7-2642. 


WHITE SULPHUR SPRINGS - 








SPECIAL WINTER RATES 


Effective December 1, 1958 to 
February 28, 1959. 


$23 PER DAY, PER PERSON, 
SINGLE 


$21 PER DAY, PER PERSON, 
DOUBLE 
Rates Include: a spacious, lux- 
urious room, and The Green- 
brier’s traditionally fine meals. 
PLUS: golf course green fees 
(playable much of the winter) 
—swimming in magnificent in- 
door pool—membership in the 
Old White Club—and gratuities 
to service personnel. 


17 East 45th Street, 


THE 





WEST VIRGINIA 






partment of the Kemper Companies, who 
was host to the newspaper men. 

Mr. Smith is a former director of the 
United States Chamber of Commerce 
and former chairman of the insurance 
section of American Bar Association. 

In his interview with the reporters 
Mr. Smith emphasized the desirability 
of a free insurance market in Latin 
America, stressing the importance of 
removing the barriers to United States 
insurance company operations overseas. 
His observations in full follow: 

“In Caracas I shall join about 30 other 
insurance men from the United States 
to meet with insurance executives of 
the Latin American countries in a con- 
ference first established about 15 years 
ago. This conference was jointly spon- 
sored by the United States Chamber of 
Commerce and the International Council 
of Commerce and Production. 


Mutual Understanding and Solidarity 


“First, we know that the Republics 
of the Western Hemisphere have a 
great stake in mutual understanding and 
solidarity. Everything that we can solve 
in the way of business problems con- 
tributes to the ties that bind us together. 
I personally subscribe to the notion that 
if we have any money with which to 
help other countries, the development of 
Latin American countries should be in 
the front line of our concern. 

“The second point has to do with an 
open and competitive insurance market. 
Along with that is the tendency in 
many countries in Latin America to 
make it difficult or impossible for Ameri- 
can companies to operate there, and the 
tendency to nationalize insurance. Our 
friends in Latin America don’t like this 
any more than we do and they seek 
our cooperation in preventing Govern- 
ments from encroaching further into pri- 
vate business. 

“In the United States everybody who 
can meet the financial requirements that 
prevail here has a chance to do business 
here. This is so no matter from what 
country he comes. Nationalistic tenden- 
cies are understandable everywhere, but 
I know that a domestic insurance in- 
dustry will never develop in Latin Amer- 
ica as fast or give as good a service 
as will be done if foreign countries 
show what they have to sell and how 
they sell it. 

“As more customers are developed the 
home companies have a natural advan- 
tage. Foreign companies in open com- 
petition will make for mutual progress 
and can never throttle local comnanies.’ 

In closing Mr. Smith said: “The pur- 
pose of the Hemispheric Insurance Con- 
ference is to create a better understand- 
ing between our companies, to learn the 
problems faced by those of us in every 
country and to collaborate in finding 
the answers.” 





Royal-Globe Bond 
Appointments Made 


The Royal-Globe Insurance Group 
announces two appointments in Ten- 
nessee and Kentucky. William H. Moore 
has been appointed regional bond super- 
intendent in Nashville. Before joining 
the group this year, he served as bond 
underwriter and production supervisor 
for a leading bond company. 

The new bond special representative 
for Kentucky is Sidney C. Thomas. Ex- 
perienced in all phases of fidelity and 
surety underwriting, Mr. Thomas will 
have headquarters in the Louisville 
branch office. 
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Keynote Speaker Travis I’. Wallace 


Details Steps in Successful Sale 


New Jersey Association’s Sales Congress Heard Inspiring Talk 
by HIAA President; Fixing Problem for the Prospect 
and Closing the Sale Were Highlights 


Newark, Oct. 30—Travis T. Wallace, 
president, Great American Reserve, 
Dallas, who is president of the Health 
Insurance Association of America, was 
the keynote speaker for the New Jersey 
Association of A. & H. Underwriters’ 
sales congress at the Military Park 
Hotel here today. “Shoot the Moon” he 
advised producers, and this was the title 
of his address. 

The theme of Mr. Wallace’s inspiring 
address was that if the producer, or in- 
deed anybody in any field of endeavor, 
aims high, his chance for success is 
greatly increased. The speaker analyzed 
the steps to be taken to accomplish a 
successful sale. 

He suggested an approach that will 
secure favorable conditions for the inter- 
view. Next step is to show the prospect 
he has a problem and then prove to him 
that your policy or program is_ best 
solution. Finally, he detailed the subtle 
steps needed to top the hurdle of pro- 
crastination, delay, and excuse, for not 
signing the application on the spot. 

Having made the approach by catching 
the prospect’s attention without undue 
pressure or without any resentment on 
his part, Mr. Wallace suggested that 
prestige (“confidence of the prospect”) 
may be built on either the company or 
the salesman. It is essential that pres- 
tige be built and it can be done in many 
ways, Mr. Wallace suggested: “It is, 
of course, affected by the dress, manner, 
speech of the salesman and by many 
other things. A card of introduction 
from a man the prospect respects builds 
prestige. Other methods are showing the 
company’s financial statement, letters of 
policyholders, claims paid, testimonial 
letters, and so on.” 


Realizing A Problem 


To maintain the prospect’s interest, 
the salesman must make him realize 
he has a problem and that it is important 
to him or his family. “Why should you 
fix the problem?” he asked. “First, if 
the prospect has no problem, he is 
no prospect. Furthermore, even if he 
has a problem he is no prospect until 
he himself recognizes that he has the 
problem and recognizes its importance 
to him and/or his family. No man will 
ever buy anything anywhere at any time 
from anybody unless he has, or thinks 
he has, a problem that vour service or 
commodity will solve. For example, if 
someone offered you a locomotive at 
50%, you wouldn’t be the slighest bit 
interested. Why? Because you have no 
problem that a locomotive will solve.” 

There are he said, many ways to fix 
the problem. One line of conversation is: 
“Mr. Prospect, I assume that you are 
like I am—that is, that you and your 
family depend wholly or partly at least 
upon your earned income for their living. 
Isn’t that right? Now, Mr. Prospect, if 
you were disabled for an_ indefinite 
period, wouldn’t your earned income stop 
after a while, and if that should happen, 
wouldn’t that create a very serious situa- 
tion for you and your family?” 

The solution to the problem is of 
course the policy being sold. Yet there 
are other solutions (policies) and it is 
the task of the producer to make the 


prospect believe the policy in questioni..w 


TRAVIS T. WALLACE 


is the best. Mr. Wallace elaborated on 
this point, remarking, “If someone is 
trying to sell you a Chevrolet, he can’t 
tell you that it is the only solution to 
your transportation problem. You could 
buy a Ford, ride a bicycle, or a street 
car, or you could walk; so he must show 
is the best solution—more 


you that it is 
economical, more comfortable, more 
beauty, etc. On the other hand, the 


telephone company could easily show you 
that they had the only practical solution 
to your problem of local and long dis- 
tance communication. Be enthusiastic 
about the solution, the benefits in your 
policy. You know all about how good 
it is, how much he needs it, and if it 
leaves you cold, why should he be hot 
and bothered ?” 
Closing The Sale is Vital 

Further along Mr. Wallace detailed the 
process of achieving the vital close. He 
indicated that this is the most important 
part of the sales talk. In sport there 
is something known as being afraid to 
win; not striking out un-erringly for 
the K.O., or getting the jitters on the 
long vital putt at the eighteenth. The 
vital stage in the sale which calls for 
delicate forcefulness, is when the pros- 
pect begins to procrastinate. Mr. Wal- 
lace described it thusly: “He thinks it 
is good, he should have it, but wants 
to think it over. See him later. 

“Because of this human _ tendency,” 
the speaker told the producers, “it is 
your job to help him make his decision 
now.” Mr. Wallace favors the “implied 
consent” close because it can be used 
in almost every instance, and because 
“if properly handled it makes it easy 
for the prospect to buy, and difficult, 
almost embarrasing, for him if he doesn’t 
buy.” 

The salesman should assume the pros- 
pect is going to buy, and after recapitu- 
lating the benefits and the problem 
proceed, Mr. Wallace advised, as follows: 
“Now, Mr. Prospect, there is one thing 
you have to have to get this protection 

(Continued on Page 40) 





Education of Public 
On Health Insurance 


URGED BY J. F. FOLLMANN JR. 


HIAA Representative Tells Public 
Health Assn. Meeting Many Organ- 
izations Can Help 
A coordinated program to improve 
public understanding of how voluntary 
health insurance helps finance the med- 
ical care costs of the older age popula- 
tion was urged October 29 by Joseph 
F. Follmann, Jr., director of information 
and research of the Health Insurance 

Association of America. 

Speaking before the medical care sec- 
tion of the American Public Health 
Association annual meeting in St. Louis, 
Mr. Follmann stated that “the public 
generally is lacking in an awareness” 
of the purposes, nature and accomplish- 
ments of voluntary health insurance. 

He said that although much already 
has been achieved in educating the pub- 
lic on the subject, much more still can 
be accomplished by the cooperation of 
health insuring mechanisms and sources 
of information and communications. 

“The entire corps of medical profes- 
sional personnel, public health personnel, 
the secondary schools, employers, labor 
unions, rural and farmers organizations, 
community organizations, and others can 
help in an important way to create a 
better informed public. 

“Educational material,” Mr. Follmann 
continued, “is needed so that the general 
population might be made and kept 
aware of this problem of old age and so 
that it will learn, with budgeting, sav- 
ing and insurance, to provide for the 
problem in the productive years.” 

Number of Aged is Increasing 

Mr. Follmann pointed out that the 
number of older people with some form 
of health insurance has been increasing 
steadily and can be expected to con- 
tinve to grow in the future. 

“Generally, it is accented that at least 
40% of persons over 65 now have some 
health insurance coverage. although a 
recent study in Michigan indicated the 
insured proportion of the aged in that 
state to be 86%,” the speaker declared. 

“These proportions can be appreci- 
ated in truer perspective when it is 
recognized that the percentage of 
persons over age 70 having some form 
of health insurance protection in 1956 
was extactly the same, (30%). as the 
percentage of the entire population at 
all ages which had some form of health 
insurance protection in 1946.” 

Mr. Follmann said that the young 
people of today know and accept volun- 
tary health insurance as sound and 


Billionth Dollar 











- 
JOSEPH F. FOLLMANN, JR. 


necessary, Looking into the future of 
health insurance, the speaker stated: 
“This generation will see to it that their 
voluntary health insurance protection 
is maintained in their years beyond re- 
tirement. Thus, with respect to the fu- 
ture aged, the proportion insured will 
continue to grow and the uninsured aged 
problem to decline.” 

Mr. Follmann declared that the “ulti- 
mate objective should be to insure that 
the years which have been added to life 
through the reduction in mortality shall 
not be spent in chronic invalidity.” 

“This,” he said, “calls for greater 
development of preventive health meas- 
ures, the early detection and treatment 
of chronic disease, the creation or ex- 
pansion of special facilities and services 
designed to meet the health problems 
of the aged, and the circulation of health 
educational material. There also is need 
of a great expansion in rehabilitation 
services and facilities.” 





Phoenix Mutual’s Brooklyn 
Office Moves to Manhattan 


Phoenix Mutual Life has announced 
the relocation of its Borough Hall 
Agency to larger and more convenient 
quarters at 630 Third Avenue, Man- 
hattan. 

The agency will be known as the New 
York Central Agency and is Phoenix 
Mutual’s fifth office in Manhattan. Man- 
ager is Joseph Warren. 


in Benefits Paid 





Mutual of Omaha paid its billionth dollar in benefits recently. President Vie 
Skutt here hands Earl F. McMunn, Jasper, Mich. farmer his benefit payment whicl 
included the billionth dollar. Mr. McMunn suffered a broken leg in a tractor acc 
dent. Mrs. McMunn and 18 month-old Bryan are also seen. 
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Capacity Crowd at Successful N. J. 


A. & H. Sales Congress and Banquet 


Evening Speaker Sayre MacLeod Prudential V. P. Sees Piece- 
meal Socialization Moves; W. B. Cornett, Eston V. Welchel, 
George H. Lehman, R. H. Connolly Share Newark Honors 


By EucENg 


Newark, October 30—The second an- 
nual sales congress held here today by 
the New Jersey Association of Acci- 
dent & Health Underwriters was a 
complete success. A capacity attend- 
ance heard speeches, practical, inspir- 
ing and entertaining. The keynoter en- 
couraged the producers who heard him 
to do better, the sales panelists showed 
them how, and finally, the banquet 
speaker here this evening told a mov- 
ing personal story and at the same 
time conveyed yet again the importance 
of the job done by A. & H. salesmen 
for the public. 

The speakers chosen were of the high- 
est caliber. Travis T. Wallace, presi- 
dent, Great American Reserve, Dallas, 
and also president of the the Health 
Insurance Association of America 
brought his audience to its feet at the 
close of his keynote address ‘Shoot 
The Moon”; the panelists (whose re- 
marks are also reviewed elsewhere in 
this issue) Harry Tiedeck, Philadelphia, 
Glenn O. Mulvey, New York, W. Har- 
old Petersen, Indianapolis, and Howard 
H. Coron of Canton, Ohio all left a 


memorable impression one way or 
another. Janquet Speaker Sayre 
(“Pat”) MacLeod, vice president, The 
Prudential, impressed with a_ keen 


analysis of the probelms facing the in- 
dustry from federalization of health 
care protection, and closed the even- 
ing on a high note indeed, 

Following the panel session James 
L. Carrier in his talk “Mr, Prospect, 
Be Seated” showed himself to be an 
unabashed, forthright, dedicated sales- 
man of accident and health insurance. 
Mr. Carrier, who is assistant agency 
vice president of Monarch Life by his 
talk reflected the whole atmosphere of 
this affair. The recruit salesmen must 
have been impressed by the principals’ 
emphasis of fundamentals, and the 
veterans by the new sales ideas given 
by the speakers. 

Richard H. Connolly, president, of 
the New Jersey Association, who is 
Newark regional supervisor for Group 
of Washington National, welcomed the 
guests at both the congress and the 
banquet. The program planners Wil- 
liam B. Cornett, director of S. & A. for 
The Prudential, and George H. Leh- 
man, Newark manager, National Acci- 
dent & Health Insurance Co. of Phil- 
adelphia, did an outstanding job again 
this year as they had last year at the 
Inauguration of the event. 


Cornett Cites Trav. Wallace 


Mr, Cornett presented framed scrolls 
to the principal speakers. Keynoter 
Travis Wallace, who also played a 
leading role earlier in the week at the 
HIAA Individual Insurance Forum in 

Ilcago, received his scroll following 
‘rousing talk here this afternoon. He 
ater emplaned for Dallas. Mr. Cornett 
recalled that in 1939 when he was in 
t. Louis, Mr, Wallace approached him 
and offered his support in any projects 
to advance the interests of the A. & H. 
industry: In particular its underwriters’ 
dims to establish the Accident & Sick- 
ness Profession. 

In the years since then, Mr. Cornett 
sald, Travis Wallace has given unstint- 
ingly of his time and ability, and today 
the Dallas executive stands at the top 
of his profession. Soon, he wished, Mr. 
allace will acheive another ambition 





G. Downey 


and head his own billion-dollar com- 
pany. This statement brought enthus- 
iastic applause from all present. Mr. 
Wallace, who was jointly named 
A. & H. Man of The Year for 1958 
(along with Carl A. Ernst, the key- 
noter here last year), enthralled every- 


one with his fine personality. It was 
interesting to note that Panelist 
Howard Coron took copious notes 


while Mr. Wallace spoke. Later Mr. 
Coron told this reporter that the key- 
note address contained many practical 
suggestions which he intended to im- 
plement into his own sales work. Mr. 
Coron wished that if those who heard 
his own talk gained one idea they 
could use, then his attendance at to- 
day’s meeting was completely justified 
and rewarded. 

Mr. Wallace, in reply to Mr. Cornett, 
complimented the latter’s sales ability, 
and certainly all here agreed “The Man 
from The Prudential” has indeed got 
winning ways. Mr. Cornett’s descrip- 
tion at the banquet this evening of 
his African junket- was another high- 
light. He also presented the scrolls to 
the main speakers and in doing so 
showed his familiarity with these men 
and their backgrounds, allowing they 
came to Newark from such points as 
Canton, Ohio, Indianapolis, Dallas, 
Philadelphia and the Metropolitan area. 

Richard Peacock, representing the 
popular New Jersey Commissioner of 
Banking and Insurance, Charles R. 
Howell, spoke briefly on the new state 
laws governing qualifications of agents. 


An African Safari 


During his recent enlightening trip to 
Africa, Mr, Cornett went big-game 
hunting with the Pygmy tribe, little 
(average height 4-4'%4feet) warriors who 
use the infamous poison arrow; which 
Mr. Cornett displayed at the dinner 
table, causing momentary consternation 
among the assembled guests! 

Mr. Cornett’s first stop in South 
Africa in Johannesburg followed a 
9,700-mile flight from New York. He 
then traveled by car 1,000 miles to 
Durban, thence to Cape Town (“The 
windiest place I’ve ever been in my 
life!) Victoria Falls, Rhodesia (‘‘Al- 
most but not quite equalling the won- 
ders of Niagara’) and on into Darkest 
Africa. 

He saw the famous Ghana Watusi 
tribe who have men over 7% feet tall. 
The hunt with the Pygmies started one 
wet morning. There were eight hunters, 
excluding the visitor when the party 
set out into the jungle — mahogony 
trees about 200-300 feet tall. The 
speaker described the making of the 
poisoned arrow from the sap of a tree, 
and how it causes paralysis in the body 
it strikes, without doing harm to the 
flesh which can be eaten afterwards. 
Mr. Cornett eventually was signalled 
to beat a hasty retreat from the forest, 
when Pygmy companions heard a herd 
of wild elephants charging through the 
heavy forest. The Pygmys, he said, felt 
the inexperienced visitor would be 
harmed if they stayed to try to knock 
off one of the elephants and so with 
striking humanitarian philosophy they 
decided to live and fight another day! 


Address of Sayre MacLeod 


The Banquet speaker Mr. MacLeod 
indicated that there has been a change 
in the method of attack on private 
enterprise by those with ideas of social- 
izing health insurance in this country. 








Head Table Personalities at the Banquet—From left to right are shown James 
L. Carrier, Glenn O. Mulvey, the banquet speaker Sayre (“Pat”) MacLeod, William 
B. Cornett, New Jersey A. & H Association President Richard H. Connolly, Robert 
Peacock, Deputy Insurance Commissioner of New Jersey, W. Harold Petersen, 


Harry J. Tiedeck and Howard H. Coron. 


He also urged the industry to improve 
its coverages to the highest possible 
degree; and to tell the public the out- 
standing advantages of the voluntary 
health system and equally the fallacy 
of the something-for-nothing theories 
of the opposition. 

Mr. MacLeod recalled the Wagner- 
Dingell-Murray bills of some years 
back which proposed legislation for 
cradle-to-the-grave health care. The bill 
was defeated, he said, and the industry 
relaxed. Now it is threatened again, 
in another way from other sources. 

Congress made amendments to the 
Social Security Act in 1952, 1954, 1956 
and 1958—which all just happened to 
be election years, he noted. 

“Benefits are now available for per- 
sons covered under the Social Security 
Act if they are permanently and totally 
disabled after age 50. The most recent 
legislation added to ‘this under this 
provision benefits the dependents of 
beneficiaries,’ Mr. MacLeod reported. 


Piecemeal Socialization 


“And,” he continued, “our recitation 
can go even further. The Veterans 
Adminstration Program is providing 
medical care for non-service disabilities. 
The Medicare Program for dependents 
of members of the Armed Forces is a 
very significant step in the development 
of governmental medicine. For the 
first time, the Federal Government is 
providing medical care through civilian 
facilities for persons who are not vet- 
erans or medically indigent or recipi- 
ents of Social Security. 

“Piecemeal socialization, has replaced 
the frontal attack of Messrs. Wagner, 
Murray, and Dingell.” he added. “At 
least they were forthright about it— 
they laid their cards on the table. But 
the subtle approach is difficult to com- 
bat and, consequently, much more ef- 
fective. That approach, Gentlemen, is 
the road to compulsory health insur- 
ance and this may well be ahead. Every 
two years as election time approaches, 
another bit of this legislation will 
probably be enacted. And if health in- 
surance is socialized, why not life in- 
surance, casualty insurance, ad_ infin-. 
itum?, he indicated. 

Yet Mr. MacLeod, said he does not 
consider socilization inevitable, partic- 
ularly if the industry is prepared to 
tackle the job of educating the people. 
He urged: “We must sell more and 
better health insurance protection and 
at the same time we must sell the 
philosophy of private enterprise and the 
unfortunate side effects of compulsory 
health insurance. We must make the 
nation understand that governmental 
health insurance will cost more and 
that the people will get less for their 
money. Instead of “something for 
nothing’ which is always appealing, 
the people must understand the truth— 
they will be getting “nothing for some- 
thing”! If we do a job of selling, we 
can prevent this disaster from over- 
taking our American way of life. The 
commissions on this private sale are 
tremendous. It means the continuation 
of the American system of private en- 
terprise. If we fail, there will be no 
commissions of any kind for anyone.” 


A Story of Gratitude 


Mr. MacLeod closed his talk as fol- 
lows: 

“Tt is with a story of gratitude on the 
part of a policyholder that I should 





like to conclude my remarks this even- 
ing. The story was first told in 1953 
and is repeated now by request. The 
setting may be briefly told. A young 
man, recently married, in a good job, 
life stretching before him with reason- 
able prospects for some success and 
happiness. The time was back in 1940. 
And then it happened—and quickly. 

“One day without warning the light 
began to fade from his eyes. Familiar 
objects were seen with increasing dif- 
ficulty and a brownish hue, deepening 
with the passing hours, seemed to cast 
its shadow all about. Gravely worried, 
he went to a local eye doctor who, 
after examining his eyes at some 
length, couldn’t quite figure what it 
was all about. He did voice the opinion, 
however, rather ruthlessly and certainly 
untactfully, that it appeared that the 
optic nerve was gone. “Come back 
Monday”, he said, to the fellow (it was 
then Saturday) “and I’ll have another 
look.” Consternation gave place to des- 
pair and tremendous fear. The loss of 
the optic nerve left no room for doubt 
as to the eventual outcome. He would 
be blind for life. 

“When he got home of course told 
his wife—and let it be recorded here 
that the courage of women when the 
going gets rough transcends anything 
this world has to offer. But the en- 
couragement he got from her was not 
lasting—his despair was too deep. That 
night as he sat alone in front of an 
open fire he thought about his life and 
all he had hoped to do with it. But 
now that kind of future seemed to be 
out of the question. Only darkness, 
literally and figuratively, appeared to 
be ahead. What kind of job could he 
expect to hold down? He had little 
money—what could he live on? And 
what of that wife who had no real 
business training? What could he do. 
Those were some of the thoughts that 
revolved in his mind as despair reached 
unbearable proportions. 

“And then like a message out of the 
dim firelight came a flash! What about 
that insurance? Hadn’t he taken out 
disability insurance not long before? 
Insurance that would pay ‘him $250 a 
month as long as he was disabled? 
And his life insurance too would pro- 
vide his wife with an income after he’d 
gone. The crushing burden eased from 
his shoulders; despair seemed to van- 
ish. Perhaps they could manage after 
all! 

“With a fervent prayer straight from 
his heart he thanked God that there 
was such a thing as disability and life 
insurance and that he had taken them 
out while he could. Oh how he wished 
it had been more! 

“The story, Ladies and Gentlemen, 
has a happy ending. Another eye 
specialist decided that the first diag- 
nosis was incorrect. Prolonged treat- 
ment followed but within a year or so 
his eyesight was restored close to 
normalcy. Nevertheless, the thoughts 
engendered during that experience were 
none-the-less real. They represented 
the innermost reactions of at least one 
individual to what had appeared at the 
moment to be an incontrovertible fact. 
That the policyholder recovered de- 
tracts not the slightest from the true 
significance of what disability and life 
insurance can mean when the chips are 
down. And I gratefully thank God that 
he did recover— because I was the 
policyholder.” 
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Four Parts of The A. & H. Sale 


Demonstrated by Expert Panelists 


Speakers Tiedeck, Mulvey, Petersen and Coron Discuss 
Agent’s Guarantee of Future Income, Company Literature, 
A. & S. in Home Economics, Success at Closing Sales 


Newark, October 30—The A. & H. sale 
from start to finish was detailed by a 
panel of experts at the New Jersey 
Association of A. & H. Underwriters 
sales congress here today. For the most 
part the speakers recalled fundamentals 
for the gathering of producers, though 
each speaker provided fresh ideas on 
many aspects of the sale. 

The panelists were: Harry J. Tiedeck, 
Philadelphia general agent, Loyal Pro- 
tective Life; Glenn O. Mulvey, director 
of A. & S. sales, Mutual Of New York; 
W. Harold Petersen, superintendent of 
agencies for A. & S., American United 
Life in Indianapolis, and Howard H. 
Coron, district manager, Mutual of 
Omaha, Canton, Ohio. 

Eston V. Whelchel, Newark branch 
office manager for Provident Life & 
Accident, did an excellent job as panel 
moderator. Particularly appreciated was 
Mr. Whelchel’s spoken sketch on the 
career of each speaker. These were 
filled with interesting sidelights on the 
panelist’s qualification to speak on a 
particular aspect of the sale. 

For the record, Mr. Whelchel is a 
past president of the New Jersey A. & 
H. Association. He served as chairman 
of the first LUTC committee on A. & H. 
for Newark Life Underwriters Associa- 
tion. He was pilot instructor for the 
LUTC A. & H. course, a member of the 
A. & S. committee of LUTC, and chair- 
man of the Insurance Committee of New 
Jersey Life Underwriters Assn. 1957-58. 
Mr. Whelchel also served as secretary- 
treasurer, General Agents and Managers 
Association of Northern N. J. and is an 
instructor for DITC. 


Tiedeck Suggestions on Prospecting 


Mr. Tiedeck handled Prospecting. He 
made the point that when sales drop 
for a spell, it will be found that a month 
earlier prospecting by the agent had 
iagged. “Good daily routine of the real 
producers is continuous prospecting every 
day. The secret to a steady production, 
a good production and a good income, 
is good steady, intelligent prospecting,” 
he declared. 

_Mr. Tiedeck, who said he was cons- 
cious of following an outstanding speak- 
er, Keynoter Travis T. Wallace, never- 
theless left his own imprint on_ his 
listeners. For example, he told them 
that prospecting never ceases, and is 
ever-changing for an agent whether a 
beginner or a veteran. He divided pros- 
pecting into three phases, telling his 
audience: 

_ (1) “As a recruit the primary purpose 
is to close as many prospects in as short 
a time as possible in order to survive. 

_(2) “Later as your renewals are suffi- 
cient for you to live you need, because 
of new inertia, to forge ahead to greater 
heights. 

(3) “After you have survived the dread 
and challenging disease of ‘renewal-itis’ 
you then realize that you don’t have any 
more selling hours than when a recruit. 

“The fact is,” he continued, “due to 
claim service, collection and so on, your 
selling hours are much less. To increase 
income at this stage you must earn 
more per hqur by greatly increased 
efhciency in much better prospecting. 
Higher grade prospects, larger benefit 
sales, greater income. You can’t afford 
to do poor prospecting at this stage 
because your time per hour now may 
be worth ten times the amount received 
during your neophyte stage. Careless 
prospecting can get to be a very expen- 
sive habit.” 

He divided prospecting into four parts 
for the producer, visual capacity, mental 
capacity, practical capacity and the 


capacity to plan for the future. Traveling 
around the town the agent, he suggested, 
should be able to see prospects of sales 
in large populations, diversified industrial 
activity, wealth being created and in- 
comes earned by individuals or groups 
of people. 

Assuming an agent can visualize busi- 
ness coming from those he sees around 
him, Mr. Tiedeck next asked: “Do you 
have the mental capacity to think 
through the many hundreds of thousands 
of individuals, also the business and 
professions who need the specific serv- 
ices you sell, such as income protection, 
major medical, family hospitalization, 
just to mention a few? Can you tune 
into the partnerships, close corporations, 
proprietorships, key-men and many 
others with sufficient clarity to get good 
reception results? Have you the mental 
capacity to determine the best ways to 
contact these people from lists, personal 
inquiry, directories, observation and 
other services, to really begin to work on 
these groups?” 

He cautioned the producers: “Large 
lists of prospects don’t make large pro- 
ducers. Don’t be a _ solitaire player 
(riffing the prospect cards in the office) 
or an antique collector (out-of-date 
cards),” he advised. 


Planning Future Sales 


He also suggested that producers keep 
making calls, and that they analyze 
whether a prospect really is a prospect. 
The agent must be practical, Mr. Tiedeck 
urged. Finally, as to future planning, 
Mr. Tiedeck outlined this examination: 
“Ts it part of your work pattern to plan 
working a specific profession, trade or 
occupation, on a seasonal or territorial 
division? Do you consider the best time 
of the year to call on certain prospects? 
Have you now planned your best pros- 
pects for January or July, or any specific 
time? Do you primarily sell dead-end 
sales? Family hospitalization can some- 
times be one. 

“Are you satisfied with an initial acci- 
dent-only sale as an in? Do you sell 
from the bottom up or the top down? 
It works both ways. An A. & H. sale,” 
the Philadelphia G. A. said, “has been 
the original transaction that often devel- 
ops into some of the finest life sales. 
However, you must make it so!” he 
advised. “Every sale made in a particu- 
lar profession or occupation is a new 
avenue to future prospects and sales.” 

Mr. Tiedeck, incidentally, was a pro- 
tege of the great Dr. Solomon Huebner, 
and those attending the Newark congress 
agreed, Mr. Tiedeck learned his lessons 
well. Mr. Whelchel pointed out some- 
thing of a coincidence between Mr. 
Tiedeck and the moderator; both were 
fliers during a World War. 

The next speaker, Glenn O. Mulvey 
of Mutual Of New York dealt with 
Approach to The Sales, or selling the 
interview. The approach should be to 
secure an opportunity to discuss per- 
sonal insurance with the prospect; more 
than that, the prospect must willingly 
consent to listen. The prospect, he in- 
sisted, must first be made to realize that 
it would be profitablé for him to have 
an interview with an insurance sales- 
man. “The prospect,” Mr. Mulvey stated, 
“is under no obligation to give you an 
opportunity to tell your story. The 
obligation of establishing your right to 
the interview is solely yours. To furnish 
the proof that what you say in the 
interview will be interesting and well 
worth considering is your problem. You 
must prove your case and you must 
prove it quickly.” 

Mr. Mulvey broke prospects down into 
four groups, and gave the oroducer ad- 


vice what is required at each approach. 

1. Your Friends and Acquaintances: 
“Although you can talk with your 
friends more easily and in a more com- 
fortable frame of mind than you can 
talk with a stranger, you must remember 
that when you go to see them, you ap- 
pear before them in two capacities. You 
have not only come to them as a friend, 
but also as a Field Underwriter. You 
can depend upon friendship to open 
the way to the interview, but because 
you will be especially eager to prove 
to your friends that you have an in- 
teresting story to tell, you will want 
to plan your opening remarks as care- 
fully as if you were approaching a 
stranger.” 

2. The Friends of Your Friends: “A 
mutual friendship makes an _ excellent 
basis upon which to open the interview. 
But the mutual friendship obviously goes 
only so far, and the strength of the 
interview necessarily rest upon the im- 
pression which you are able to make in 
the opening minutes.” 

3. Those to Whom You Go Beacuse 
You Know They Have a_ Definite 
Need for Personal Insurance (Qualified 
Strangers): “Freqnently you will call 
upon a prospect because you know he 
has a definite need for personal insur- 
ance (for example, a mortgage upon a 
home or farm, recently married, a new 
baby, etc.) While this may be essen- 
tially ‘Package Selling,’ the purpose of 
the opening remarks is still to sell the 
interview. In revealing the need early 
in the interview, it is important that it 
be done in such a way as to accomplish 
the objective of the approach—which is 
to get the prospect to consent to listen 
to your story.” 

4. Those Upon Whom You Will Call 
Who Are, for All Practical Purposes, 
Total Strangers (Unqualified Strangers) : 
“These people will listen to you only if 
your opening statements arouse their 
interest in what you have to say.” 

Mr. Mulvey pointed out that too much 
emphasis should not be placed on the 
relationship of the producer to the pros- 
pect because the thoughts running 
through the minds of the latter will be 
surprisingly similar in all instances. 


Timing The Approach 


Further the approach should be timed 
to fit the right occasion, he said. “A 
call on a prospect soon after the death 
of a relative or friend may require 
diplomacy and tact, but it is an excellent 
time for an interview. A promotion or 
an increase in salary usually presents a 
splendid psychological oportunity for a 
call. Keep your eyes and ears open. 
Business partnerships are being formed, 
new homes are being built, special 
bonuses are being paid, budgets for the 
new year are being prepared right after 
the Christmas holidays—any of these 
happenings may present opportunities 
for timely calls. You may learn of many 
more by being constantly on the alert.” 

A prospect’s occupation Mr. Mulvey 
said, can decide what hour of the day, 
day of the week, or month of the year, 
is best for the approach. The salesman 
should decide these things in advance 
in order to have the best chance of ob- 
taining an interview and a_ successful 


sale. 

“Alert Field Underwriters find timely 
opportunities for approaching policy- 
holders whose term policies are nearing 
conversion dates, policyholders whose 
premium payments may be more con- 
veniently arranged, and those whose 
situations require rearranging of bene- 
ficiaries or changing the method in which 
proceeds are payable. 

“The systematic use of printed material 
in building prestige for yourself among 
your prospects and policyholders, and in 
paving the way for the interview, is im- 
portant. The value of the right kind 
of advertising need not be proven,” he 
remarked. Mr. Mulvey strongly recom- 
mended that agents make the best use 
of company advertising material which 
opens up the way for new sales. They 
also help build prestige for the agent 
in the eyes of the prospect. 


Petersen’s Slide Demonstration 


The personable W. Harold Petersen, 
recently named director of the Disability 


T. T. Wallace Keynoter 


(Continued from Page 38) 



















































besides the premium and that is good Mf prE 
health. Are you in good health now? 
(Turn to the application.) Now, here - 
are the questions you would have to pass 
to get a contract of this kind. May | 
check them over with you? Th 
“If you have done a reasonably good § cole 
selling job, one in five times he will § office 
answer ‘yes,’ and one in five times he B, tw 
will answer ‘no’ quickly, and three out ff 9.20 
of five times he hesitates. If he hesitates Bi jives. 
at all, quickly ask the first health ques- § The ; 
tion. ‘Mr. Prospect, are you now in Borg j; 
good health and free from any bodily B joi . 
impairment?’ Continue on through the At 
application, getting the health questions § jyo-( 
first and the other questions last. state 
“If he brings up objections during § ine , 
the close brush them off. Never answer § 4, in 
an objection during the close while you § offect 
are completing the application if it can § remo 
possibly be avoided. We have three “Ty 
‘Brushoffs’ to take care of 99% of the B cyt in 
objections at this point. unfit 
“The first is, ‘I don’t know’; the sec- driver 
ond, ‘We can take care of them,’ and tions 
the third, ‘Let’s see if you can get it!” B “Unde 
Handling Objections is a 3 
grant 
Mr. Wallace then gave examples of ff lenien 
how these “brush-offs” may be used. do no 
“Suppose he says, ‘When will you bef jure.” 
back through here?’: Then answer, Tf} Mr. 
don’t know,’ and immediately ask the ff motor 
next question. Or, he says, ‘I don't tempti 
believe I can afford it.’ Then answer, 8 jicensi: 
‘We can take care of that,’ and imme- ff pered 
diately ask the next health question § quate 
He may say, ‘I want to talk it over with Ban ar 
my wife.’ Then answer, ‘Let’s see if ff legislat 
you can get it,’ and again immediately § enforc: 
ask the next health question. are ne 
“When you complete the application, f fective 
place it in front of the prospect. Then incomp 
place you pen or pencil naturally but 
firmly in the prospect’s hand, saying, ‘Mr. 
Prospect, will you okay your health here, §  [ndic 
just as I have it on the above?’ After ff future, 
handing him the pencil, turn away fi compar 
slightly and don’t watch him. Don’t start py 200% 
a conversation, and don’t let him, asf 95g 
long as he will hold the pencil or pen. ff demanc 
If he asks a question or brings up anf “We a 
objection, answer it in the shortest p0s-§ major 
sible manner and again turn slightly expend 
away and remain quiet. If he lays the improv 
pen down, make another strong salesf new on 
point and hand him the pen again. This 4. f¢ 
process can be continued so long as the ff monies 
prospect will smile and remain in a g00d § huilding 
humor. Occasionally you will hand him§ taining 
the pencil two or three times before ang ¢j, 
he signs,” the speaker remarked. econom 
Mr. Wallace told the audience that Bi he open 
the producer’s attitude is the result Off of the , 
his personal effectiveness. He said: ff opened 
“How you manage your domestic, social, serve it 
and financial affairs will have a grea@ 4, 
bearing on your attitude, but there SB open po 
one thing more than any other, thatf pre 
will constantly and consistently affect gent ;,, 
your attitude in the proper Way.BAa fF S 
Further,” he declared, “if there 18 OME dent 2, 
single secret of success, it is what we vice ' pre 
call ‘Shooting the Moon.’ The T 
“One verse in the Bible says, ‘Seek into its 
ye first the Kingdom of Heaven, ami yi vy. 
all these things shall be added unto ing opel 
you. If a man shoots the moon, he Will B jr.o 
acquire all other things needed. Py Long Ts 
shooting the moon, we mean aiming await th 
high, thinking big. Someone has SB Cou: .: 
that what a man can imagine himsel! space, ¢} 
doing he can do, and I believe this 18 5° 459 with 
Conservatism in a banker may be 4 
virtue. For an insurance salesman s¢t, 
ting his goal, his objective, it is fata: 
Mutua 
Training Council, used DITC coutst Her 
material for his ta!k which he calle 3 
“Selling by the Book.” Before joing Howar. 
American United in 1956 he was for eligi for Mut, 
years with Mutual of Omaha. Mr. Peter: changes 
sen believes in Dr. Huebner’s definitiot sais, 
of disability as “Living Death.” om ment 
speaker developed his highly successft Bernar 
selling tract from the DITC instructio! director 
manual, taking illustrations right OMB een nar 
the book to make visual slides. 1% Northern 
(Continued on Page 42) Leo G. 
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Allstate’s Open House 
Party at L. I. Office 


PRES. BRANCH ATTENDS OPENING 





Calls for Stiffer Driver Licensing Laws; 
Reports 20% Increase in Sales 
for First Nine Months 





The Allstate Insurance Companies 
celebrated the opening of a new regional 
ofice building in Huntington, L. I., with 
4 two-day open house party, October 
%-29, attended by top company execu- 
tives and local civic and business leaders. 
The new office serves 345,000 policyhold- 
ers in Kings, Nassau, Queens and Suf- 
folk counties on Long Island. 

At a press conference held during the 
two-day event, Judson B. Branch, All- 
state’s president, expressed concern over 
the effect of mounting traffic accidents 
on insurance rates and called for more 
effective driver licensing legislation to 
remove unfit drivers from the road. 

“Traffic accidents nationally could be 
cut in half if driver licenses were refused 
unfit applicants and taken away from 
drivers with records of repeated viola- 
tions or accidents,” Mr. Branch said. 
“Under the mistaken idea that driving 
is a basic right rather than a privilege 
eranted by the states, we practice a 
leniency towards unfit drivers that they 
do not practice towards those they in- 
jure.” 

Mr. Branch acknowledged that state 
motor vehicle administrators are at- 
tempting to do a good job in driver 
licensing, “but in many cases are ham- 
pered by weak licensing laws and inade- 
quate staffs and budgets. He said that 
an aroused public must convince state 
legislators that stiffer licensing laws and 
enforcement, plus adequate financing, 
are necessary 1f “we are to combat ef- 
fectively the problem of the unfit and 
incompetent driver.” 


Bullish About the Future 


Indicating that he is bullish about the 
future, Mr. Branch said that the Allstate 
companies had increased their production 
by 20% during the first nine months of 
1958. “We can see a steadily increasing 
demand and market ahead,” he declared. 
“We are proceeding this year with a 
major building program involving the 
expenditure of over $10,000,000, as we 
improve existing facilities and develop 
new ones.” 

A. feature of the Huntington cere- 
monies was the installation on the new 
building site of two time capsules con- 
taining predictions by company officials 
and civic leaders of the area’s future 
economic progress. The first capsule will 
be opened in 1968, the tenth anniversary 
of the new building. The second will be 
opened in 1981 when Allstate will ob- 
serve its 50th anniversary. 

Other Allstate officials attending the 
open house were Henry S. Moser, senior 
vice president; G. H. Bartlett, vice presi- 
dent in charge of field administration; 
A. E. Spottke, public relations vice presi- 
dent, and Arthur Oakes, eastern zone 
vice president. 

The Long Island regional office moved 
into its new quarters from a midtown 
New York location in a two-stage mov- 
ing operation which last year saw the 
‘ersonnel and equipment relocated on 
long Island in temporary quarters to 
await the opening of the new building. 
Containing 85,849 sa. ft. of working 
‘pace, the new building has a staff of 
4 with provisions for future expansion. 





Mutual of Omaha Names 
Herman, Mero and Mallon 


Howard Dewey, vice president of sales 


for Mutual of Omaha, announces four 
changes within the company’s field man- 
‘gement and training program. 


Bernard Herman, formerly assistant 


director of management training, has 


fen named assistant manager of the 


Northern California division office. 


Leo G. Mero, most recently district 


manager in Flint, Mich., has been named 
a sales director and will work out of 
the home office in Omaha. 

Also named sales director is Dale Mal- 
lon, who previously was a staff member 
of the management training section and 
before that a district manager in South 
Bend, Ind. 

Robert Brown, formerly a unit man- 
ager in Kanakee, IIl., and more recently 
an instructor in the company’s National 
Sales Training School, will direct certain 
areas in the Management Training In- 
stitute Seminar. 





AMER. CASUALTY PAYS $200,000 


Two Executives Insured Under Its TOP 
Accident Policy Lost Their Lives in 
Elizabeath, N. J., Train Disaster 

A total of $200,000 in accidental death 
benefits was paid in October by Ameri- 
can Casualty of Reading, Pa., as a re- 
sult of one of the worst railroad disas- 
ters in history. 

The amount was paid under Ameri- 
can’s TOP common carrier accident 
policy when two victims of the tragedy, 
both New York executives, lost their 








lives after the train in which they were 
passengers plunged into Newark Bay 
near Elizabeth, N. J., last month. 

One of the victims, vice president and 
director of a corporation which he had 
served for over 30 years, had been in- 
sured more than three years with Amer- 
ican Casualty against injury or death 
while traveling in a common carrier. 

The second insured’s TOP policy had 
been in effect about three years when 
he met death. This man was vice presi- 
dent of a brokerage firm. Principal sum 
benefits under each of the policies was 


$100,000. 














To the Man who wants More in the Bank 


Here’s one sure way the agent with extra 
time on his hands and a hankerin’ for more 
money in the bank—can put the two together. 


Combined has a quality Personal Compen- 
sation Plan designed for the self-employed, 
partners and corporation officers. It’s been 
tested and proven highly acceptable to exec- 
utive prospects. This plan pays excellent com- 
missions and is the practical type of coverage 


COMBINED 


Insurance Company 


Of America 


W. CLEMENT STONE, PRESIDENT 
5316 Sheridan Road, Chicago 40, Illinois 


Combined Insurance Co. Of America, Dept. 140 
5316 Sheridan Road, Chicago 40, Iilinois 


Gentlemen: I am interested in details about 
Combined’s Personal Compensation Plan. 


you would expect from the world’s second 
largest exclusive accident and health company. 

In your study of this plan we believe you 
will find the special renewal provisions and 
exclusions particularly interesting. 

Take a moment to fill in and mail the 
coupon below. We’d like to show you how 
our Personal Compensation Plan can help 
better your earnings. 
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HARRY J. TIEDECK 


Sales Panel Talks 


(Continued from Page 40) 


commentary was delivered with a clarity 
that equaled the illustrations and kept 
to essential points. Some of the points 


made: 

1. “It matters not if a man earns $200 
per month or $1,000 or more per month, 
if he becomes disabled and cannot work, 
he stands to lose a fortune. You sce 
a man age 35, producing $600 per month 
will earn over $200,000 by age 65 even 
if he never gets a raise. 

“You can bet that if a 
an apartment building valued at $200,000 
he would not be without fire insurance 
for a single day. Yet the chances are 
much greater that he will suffer financial 
loss from disability than from fire.” 

2. Chances of Living Death are far 
greater than chances of actual death: 
2.7 times at 30 years of age; 2.3 at 40 
and 1.9 at 50. Even more significant, Mr. 
Petersen pointed to a survey by Robert 
A. Brown CLU, which indicated that out 
of 26 men age 35, seven will suffer a 
long term disability before they are 65. 
The average disability will last five 
years. 

How would such a long term disability 
be financed? Some suggestions are (a) 
Use Savings (b) Borrow Money (c) Let 
The Wife Work (d) Plead Charity. 
Let’s look at each one a little closer. 

3. Alden C. Palmer, Mr. Petersen said, 
recently calculated that under present 
tax schedules, and in the forseeable 
future, a man who earns $10,000 a year 
cannot hope to accumulate more than 
$40,000 to $50,000 a year. And even then, 
he must earn that income for 20 years— 
and live on half his income. This poses 
the question: How many people could 
or would live on half their incomes ? 

Now if a person needs $300 per month 
to sustain his family and he has $240,000 
set aside at bank interest rates of 2% 
his problem is solved with savings. The 
problem is much different, however, if 
he must accumulate such savings. It 
takes too long a time to save enough. 

To prepare for a five year disability 
using savings and interest on savings 
requires setting aside $16,950 at 2%4% 
interest to produce $300 per month dur- 
ing that period of disability. 

After using up savings the problem 
starts over again because now the person 
must re-accumulate his savings. A per- 
son in the 25% bracket setting aside 
10% for savings must earn $13,300 before 
he has accumulated just $1,000. 
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Savings are not the answer because 
expenses are up and have accelerated 
more rapidly than income. This plus 
heavy taxes means fewer dollars left 
from each pay check. 

4. As far as borrowing is concerned 
a man who may never work again cer- 
tainly isn’t the person a banker is likely 
to loan money to. People had to borrow 
over $10 million just to pay the cost of 
sickness in 1956. 

If the wife wanted to work Mr. Peter- 
sen added: “Could she get a job after 
being out of the business world a few 
years? Could she earn enough to even 
pay a baby sitter? How long can she 
perform the job of wife, mother, nurse 
and breadwinner? Though there may 
be exceptions generally this solution is 
impractical.” 


A. & S. The Sole Answer 


5. There is no place to go other than 
to the in-laws. This cannot he the 
answer. “The only answer.” he con- 
cluded. “is Accident and Health insur- 
ance. It seems strange that a person’s 
income is often the last thing to be in- 
sured vet it is that income that provides 
the home. car. all living expenses and 
pavs for the other forms of insurance.” 

To those who attended the inaugural 
of the New Tersey Association’s sales 
congresses last year, the final speaker 
Howard Coron was a particular attrac- 
tion. Mr. Coron is the youthful uncle 
of Charles Cordrav who Jast vear de- 
livered an electrifvine talk on closing 
the sale. Further. Mr. Cordrav attributed 
his know-how to Mr. Coron. For this 
sneaker Program Directors William R. 
Cornett and George H. Lehman are to 
he especially congratulated. And Mr. 
Coron justified their confidence with 
another sparkline address: “The Onen 
Sesame to the Close.” 

Mr. Coron started out: “Too manv 
men that have the necessary analifica- 
tions for a success potential in this bisi- 
ness are either fail-outs or are. what 
we might refer to as being. fail-ins. 
A fail-in is the agent who is not making 
the grade: probably will never make it: 
vet somehow manages to stav in our 
husiness earning an-inadequate living. 
Many agent’s problems are not solved 
hv merely seeing more people: the solu- 
tion manv times is onlv accomplished 
when he becomes more effective on the 
calls that he does make. Tf there is 
one area that a Professional Insurance 
Salesman is strong and the rest are not 
—it is in the ahilitv to close sales. 

He continued in his brisk style: Isn’t 
it true that 90% of the people we talk 
to do not want to say yes: do you not 
agree that 90% of the people we talk 
to do not want to say no; isn’t it a fact 
that 90% of the people we talk to con- 
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cerning insurance merely want to say 
maybe ? 

“Therefore, closing is not always mak- 
ing a sale: it is a method of securing 
a quick yes—or a quick no. An accomp- 
lished closer allows himself to be elimin- 
ated quickly. He does not attempt to 
sell everyone as he well knows that a 
sale that takes too much of his time, 
too much of his effort can easily be 
much too costly... . Professional closing 
is,” he declared, “the result of developed 
techniques. We are not born with tech- 
niques, nor are they easily acquired. 
Therefore, closing techniques are de- 
veloped only with much thought, great 
effort and constant practice. Practice. 
first by yourself and then in the field 
before prospects. Closing, properly ex- 
ecuted, is smooth and subtle. It is much 
like an iceburg: 90% does not show,” 
he quipped. 

Mr. Coron emphasized the necessity 
for what he called a “Closing Founda- 
tion.” The sales presentation must de- 
serve a close. “We can never take for 
granted that our prospect understands 
that he has a need and appreciates what 
our product will do for him. A complete 
presentation must be given every time. 
; It is important to remember that 
before a close the salesman must have 


created a desire, understanding and 
belief.” 
When To Start The Close 
When is the best time to close? Mr. 
Coron believes it is when the listener 


begins to desire in some degree what is 
being sold to him. The speaker stated: 

“There are Closing Signals that will 
help you determine when a close is in 
order: if after he understands your 
protection story, he asked about cost— 
That is a Closing Signal. 

“You have quoted an Annual pre- 
mium and he inquires about other modes 
of payment—That is a Closing Signal. 

“Your listener tells you of a disability 


of someone that he knows—That is a 
Closing Signal. 
“He asks any questions concerning 


your product; you answer and he seems 
to have no other questions—That, once 
again, is a Closing Signal.” 

Mr. Coron deftly described the hand- 
ling of the final objection to the sale 
by the prospect. The latter begins to 
hesitate and give excuses or outright 
reasons: Professional salesmen he said 
capitalize on these final objections: 

“First, they isolate the objection by 
asking, ‘As I understand it, Mr. Jones, 
the only reason you and I cannot do 
business tonight is because you cannot 
afford it. It that right?’ The prospect 
will either agree to this statement or 
possibly will give a different objection. 
In the event another objection is given, 
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the Professional Salesman again isolates 
it with the very same question. Fin- 
ally, the prospect agrees that this is 
the reason he is not doing business now. 
The instant a potential buyer does this 
he has destroyed all other avenues of 
escape. 

“Once we are faced with a_ specific 
objection we can attack it and many 
times overcome it. When we do, the 
prospect cannot without losing face do 
anything else but buy,” he asserted. 

The top-flight speaker salesman gave 
a number of other suggestions in hand- 
ling the Close Sale: The Minor Question 
Method, for example, asks the prospect 
to decide between certain basic cov- 
erages or additional benefits. “Does he 
wish the Accidental Death Benefit?” In 
the event he decides on the additional 
coverage or alternatively prefers not to 
have it, he has virtually given his ap- 
proval of the original policy! Mr. Coron 
explained: “The underlying principal be- 
hind the asking of a minor question 1s 
to get the prospect’s mind off of whether 
he wants to buy or not and to get him 
to make a decision of spending $2.50 ot 
$5.” 
Mr. Coron also recommended what he 
called the use of The Doing Something 
Method: In this instance it was a mattef 
of asking the prospect may you use his 
phone, moving towards the phone an 
“calling the office to see if you can gel 
a binder on the policy.” If the prospec! 
allows the call to go through he has 
absolutely agreed—without ever sayime 
so—to buy your plan now. 

Mr. Coron also expressed his conti- 
dence in the practice of giving prospects 
practical examples of how others bene- 
fited from having this particular cover 
age; alternatively how people who failed 
to purchase had cause to regret it. HM 
emphasized practice at story-telling © 
get the full effect. 

In conclusion Mr. Coron remarked: 
“Closing sins are sins of omission—nol 
sins of commission: The problem is 1% 
what the salesman does not know—tt ® 
rather, what he does not do. 

“A little more knowledge and effort 
so many times can make the difference 
Water at 211 degrees is merely ' 
water—at 212 degrees is steam. A vol 
motive with tank full of water _heate 
to 211 degrees cannot by itself mov’ 
an inch. Yet, with it’s tank of water 
heated only one more degree it Cc 
build up a head of steam and cl 
rapidly move many tons great distance 

“If you feel that you have almost 
arrived—that next month will he the bis 
month—that you are on your way: x 
can probably get there today—it 1s a 
tirely possible that you are operating ‘ 
211 degrees—like the locomotive—it ™m 
not be necessary to get much hotter. 
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